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MODERN AIR MAIL DISPATCH 


often makes funds available days earlier 





Many correspondents save valuable time | 














































by routing all western items to American 


AMERICAN Trust Company. Our Day-and-Night Transit | 
TRUST operation assures swift service. Our many 


offices and west-wide relationships offer 


COMPANY exceptional facilities for collection. 
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BANKING 
Since 1854 


Air mail your West Coast items to 


AMERICAN TRUST COMPANY 


San Francisco 








Statement of Condition 
December 31, 1951 





RESOURCES 

Cash on Hand and in Banks $ 257,271,573.05 
U. S. Government Obligations 320,018,460.05 
State, County, and Municipal Bonds 47,998,230.42 
Other Bonds and Securities 12,258,128.71 
Stock in Federal Reserve Bank 1,211,150.00 
Loans and Discounts 502,788,482.23 
Bank Premises and Equipment 10,005,337.20 
Other Real Estate 1.00 
Customers’ Liability under Letters of 

Credit and Acceptances 17,440,762.81 
Accrued Interest Receivable and 

Other Assets 5,666,229.18 

Total Resources $1,174,658,354.65 
LIABILITIES 

Deposits $1,094,400,071.70 
Letters of Credit and Acceptances 17,829,214.56 
Reserve for Unearned Discount 4,538,201.27 
Reserve for Interest, Taxes, etc. 5,367,435.65 
Other Liabilities 2,129,335.02 
Capital Stock 

Preferred $ 5,758,850.00 

Common 12,461,760.00 
Surplus 22,150,810.00 


Undivided Profits 10,022,676.45 
50,394,096.45 
Total Liabilities $1,174,658,354.65 





United States Government and other securities carried 
at $130,309,310.76 are pledged to secure U.S. Govern- 
ment Deposits, other public funds, trust deposits, and 
for other purposes as required or permitted by law. 
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LETTERS 








For the Community Good 


Sirs: We have just read the article 
“Raising Farm Income in an Ailing 
Area” in your February issue, telling how 
a banker over in Tennessee operates for 
the community good. 

We wonder how we could get some 
extra copies. In the event you have a 
reprint made of this article, we could well 
use 25 to 50 copies for distribution to 
our bankers, civic clubs, schools, ete. 

Victor H. SMITH, Business Manager, 

Parish Chevrolet Company, 

Lone Oak, Texas 
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Under Point Four 


Sirs: We were pleased to read the 
item in your January issue about the 
hundreds of high officers and technicians 
that have come to the United States in 
the past five years under the Point Four 
program to study our methods of fiscal 
management, central banking, private 
banking, budget planning and tax collect- 
ing. 

This office feels that such publicity con- 
tributes positively to the understanding 
of some of the ways in which the Federal 
Government is fulfilling its responsibili- 
ties in the international field. 

JOHN W. More, Associate Advisor, 

Programs for Foreign Officials, 

Bureau of the Budget, 

Executive office of the President, 

Washington 25, D.C. 
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Operation Spuriscope 

Sirs: The identification of counterfeit 
currency presents a serious problem to all 
people handling money. 


A productive advertisement 


An answer to this problem is being 
supplied by our bank through the distri- 
bution of a counterfeit detecting device, 
known as a Spuriscope, to all business 
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COUNTERFEIT DETECTOR 


To stores, restaurants, gas stations and other places where con 
siderable money is handled, tNe Crawford County Trust Co has 
been distributing an amazing little device for the positive identi- 
fication of counterfeit bills. By “dialing” the serial number of 
the bill presented, the user arrives at 2 check letter which proves 
or disproves the bill’s authenticity. If your business involwes the 
handling of money and you haven't received one yet, won't you 
stop in and get your frée Crawford County Trust Company 
“Spuriscope.” 








Crawford County Trust Company 
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establishments in the city and surround- 
ing area. Any suspicious-looking bill can 
be checked on the detector by dialing the 
bill’s serial number. 

“Operation Spuriscope” is being re- 
ceived with enthusiasm by all recipients 
of the detectors. 

NORMAN A. HODGSON, 

Assistant Secretary, 

Crawford County Trust Company, 

Meadville, Pennsylvania 
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Trust Advertising 


Sirs: We recently received a phenom- 
enal response to two inser- 
tions of a newspaper adver- 
tisement offering a_ booklet, 





Ask for this 


FREE booklet 


Do you know— 
@ Who can make « Will... ehy 2 Will is 


esential...«bet happens if you don't leave 
a Wal? 


@ Whar kind of property you ran’s leave by 
Will...how jointly owned property may 
comphcate your estate problems?” 

@ How to make sure that your property will go 
to the people wm whom you «ant # tw go?... 

@ How to safeguard the incereses of minor 
children until they grow up? 


This free booklet discusses these and many other 
important questions, Mail the coupon for it 
today! This may be the best thing you've ever 






“How to Plan Your Will.” 
The ad appeared in The 
Toledo Blade on the evening 
of November 27, 1951, and 
in The Toledo Times the fol- 
lowing morning, at a total 
space cost of $181.08. Both 
the booklet and the advertise- 
ment had been prepared by 
The Merrill Anderson Com- 
pany, Inc., New York City. 
By December 14, the bank 
had received 1,400 individual 
requests for the booklet, 1,272 
through the returned coupon, 
two by telephone and 126 
from people who called on the 
bank in person. Sixty-two per 
cent of those asking for the 





booklet were men and thirty- 
eight per cent were women. 
A third of the response came 





done for yout family! 
Gentiemen: 
' Please send me c copy of your new free 
booklet, “How To Pion Your Will” 
THE OHIO § i CITIZENS Name 
TRUST COMPANY _— = 
TUDO 3, OMe City. Stote. 


from outside Toledo and rep- 
resented 108 different com- 
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booklet have since come to the bank for 
financial advice about their wills. 
ROBERT L. KNIGHT, Trust Officer, 
The Ohio Citizens Trust Company, 
Toledo 3, Ohio 
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From Venezuela 


Sirs: We want to express our appre- 
ciation for Burroughs Clearing House. 
It is an invaluable reference on which 
many of us have come to rely more and 
more over the years. We get a great help 
from it in the studies of our Economic 
Investigations Department, and are sure 
it is the best publication of its kind that 
there is. 

J. J. GONZALEZ-GORRONDONA, Gerente, 


Banco Central de Venezuela, 
Caracas, Venezuela 








INTRODUCING 


Little Leonard Snyder of Phila- 
delphia, Pa., broke all known speed 
records in becoming a part owner 
of the Bell Telephone business. 


Minutes after he was born on 
December 28, 1951, his proud father 
telephoned the news to his aunt. 
She was so delighted that she im- 
mediately telephoned an order for 
five shares of American Telephone 


This is Leonard A. Snyder, photographed at eight weeks 








BABY BECOMES PART OWNER OF A. T. & T. 
WHEN ONLY THIRTY-TWO MINUTES OLD 


and Telegraph Company stock for 
the new arrival. Thirty-two minutes 
after Leonard was born, the stock 
was purchased in his name. 


He’s much younger than the aver- 
age A. T. & T. shareholder, of 
course. But in the number of shares 
he owns, he’s just like thousands 
and thousands of others. For about 
half of all the owners of A. T. & T. 


BELL TELEPHONE SYSTEM 


are small shareholders, with ten 
shares or less. 


The 1,100,000 owners of the Bell 
Telephone business are people of 
all ages, from all walks of life, in 
every part of the United States. 


Thousands of churches, hospitals, 
schools and libraries and three hun- 
dred and fifty insurance companies 
also own A. T. & T. ae. 
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Comparative Returns of 
Loans ws. Investments 


When the city banks raised their prime 
loan rate in the middle of December, 
1951, they were only accentuating a 
trend that had been in evidence for a 
long time. Not only has the rate on 
loans increased; it has gone up more 
than the net rate banks realize from 
their investments. The average rate 
realized by banks from loans exceeds 
the prime loan rate, of course, but it 
has not gone up quite as fast. The 
realized return from loans averaged by 
all banks is now more than 4% per 
cent. This can be seen in an accompany: 
ing chart. 

This chart shows that realized loan 
returns have now increased more than 
a half from the low point reached in 
the war years. Loan returns are also 
well above rates of the late 1930’s. 
While it is hard to draw exact com- 
parisons, it appears that bank rates on 
new loans are probably above the level 
of any period since about 1931. 

Below 1941 level. Investment yields as 
measured by market prices have in- 
creased, but the net rate realized by 
banks has not gone up anywhere near 
as much. The net return realized by 
member banks in 1951 was only about 
one-quarter above the low level of the 
war period. And the rate is still below 
the level of 1941. 

A sharp-eyed observer could fairly 
point out that there has been a shift in 
the nature of bank portfolios. In the 
late 1930’s, banks needed more income 
badly; the average maturity of invest- 
ment portfolios was elongated by the 
inadequate supply of short-term obliga- 
tions. This condition has been changed 
greatly. Portfolios shortened as_ the 
supply of short-term securities has be- 
come ample (some say “‘excessive’’) and 
as the pressure for more earnings has 
become less. 

Tax exemption. But while this is true, 
it takes little or no account of another 
important point. In the prewar days, a 
large part of bank portfolios were par- 
tially tax exempt and a small portion 
wholly tax free. The amount of invest- 
ment income banks could retain was a 
large part of this gross. 

But that relief has been greatly re- 
duced. The supply of partially tax 
exempt issues has dwindled. The supply 
of fully tax exempt obligations has in- 
creased, it is true, but the return from 
these obligations, of maturities banks 
can prudently own, has never been a 
very generous one. 

After taxes. The significant camparison 
between loans and investments is the one 
that contrasts the rates of return re- 
ceived by banks on an after-tax basis. 
This is done in a second chart repro- 
duced herewith. 

This chart shows that the net return 
after taxes has been reduced for both 
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REALIZED RETURNS FROM LOANS AND INVESTMENTS 
PER CENT All member banks, Federal Reserve System PER CENT 
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SOURCE: Federal Reserve Board statistics; 1951 estimates derived 
from Federal Reserve Bank of Chicago preliminary returns. 
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Loan rate upturn outpaces gain in investment return 


loans and investments, but the cut on 
investments has been the greater one. 
The 1951 investment return after taxes 
was about two-fifths below the 1941 
level; for loans the reduction was less— 
about one-fourth. Both reductions are 
sobering, it must be confessed. 

The end of the loan increase is prob- 
ably not in sight. The year-end increase 
in rates was barely reflected in the earn- 
ings of the past year; it will affect 1952 
earnings much more emphatically. In 
the meantime, investment yields have 
gone up somewhat but the amount that 
will be reflected in bank earnings prob- 
ably will not be as great. 
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Farm Credit Courses 

One of the most progressive and 
heartening aspects of modern banking 
is the extent to which country bankers 
are equipping themselves to make strong 
contributions to rural progress. 

In many of the states, special short 
courses and credit conferences are being 
widely attended by bankers eager to im- 
prove farm lending methods and to learn 
ways of promoting agricultural develop- 
ment of their trade areas. 

Two such examples are cited in the 
February issue of the Bankers Farm 
Bulletin, a publication of the Federal 
Reserve Bank of Atlanta. 

Correspondent aid. One relates to the 
fourth annual short course in farm credit 
sponsored by the Georgia Bankers As- 
sociation. One of the conclusions reached 
was that the country banker and his 
city correspondent have not fully ex- 
plored the potentialities of interbanking 
relationships, in meeting rising farm 
credit needs and building a more produc- 
tive rural economy. One of the speakers, 
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the one on investments rela- 
tively more. 
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Tax effect is “sobering” 


Darryl Francis, vice-president, National 
Bank of Commerce, Memphis, described 
the experience of his institution in mak- 
ing correspondent loans for this purpose. 

Young borrowers. The third annual 
farm credit conference staged by the 
Florida Bankers Association singled out 
the credit situations with which young 
farmers just starting out have to cope. 
Young farmers and prospective farmers 
presented their plans and credit prob- 
lems to a group of four bankers, who 
analyzed the possibilities: and gave their 
recommendations. 

A view on page 4 shows the panel ses- 
sion. The Florida bankers, starting 
at the extreme right and reading to the 
left, are: W. E. Ellis, president, The 
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~ helps you to get 
Better Records and 


Impressive Letters 


@ How to judge paper proper- 
ties and their value. 

@ How to determine the effect 
of paper prices on total record 
or letter costs. 

@ How to get the correct, most 
economical grade for each spe- 
cific need. 

@ How to choose papers of per- 
manence, durability, prestige. 


These and the other essential guides 
to efficient paper selection are fully 
treated in the clearly-written, amply- 
illustrated pages of this new, free 
booklet. If you use, select or buy 
record or letter papers, you will find 
this handbook invaluable in helping 
you make the proper choices. Send 
for your copy now. 


sue 0 
L. L. BROWN 


Record and Correspondence 


PAPERS 


LEDGERS, BONDS, INDEX 
BRISTOLS & LINENS 


L. L. BROWN PAPER Co., ADAMS, MASS. 
Please send me FREE copy of ‘How To Get Greater 
Service and Value From Your Records and Letters.”” 
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Four Florida bankers, at right, counsel young farmers in panel discussion 


Typical of country banker efforts to improve rural progress 


Commercial Bank and Trust Company 
of Ocala; J. M. Mason, executive vice- 
president, Hernando State Bank, Brooks- 
ville; Frank H. Moody, assistant cashier, 
Hillsboro State Bank, Plant City; and 
P. A. Sargent, vice-president, Peoples 
Bank, Crescent City. 

Counterparts of these educational 
activities are found in every section of 
the country, and in total they represent 
a strong assurance that private banking 
will be able to discharge its full respon- 
sibilities to the rural economy. 


e * e 


Defense Financing 


Recognizing that an ever-increasing 
percentage of bank credit is being 
siphoned into the defense effort, or- 
ganized banking has a 44-man committee 
of top leaders whose function is to 
smooth out attendant problems. 

The new Subcommittee on Financing 
of Defense Con- 
tracts, formed by 
the Credit Policy 
Commission of 
the American 
Bankers Associa- 
tion, will observe 
activities in this 
sector, report any 
obstacles being 
encountered, and 
serve as a clear- 
ing house for 
ideas on overcom- 
ing these diffi- 
culties. 

Kenton R. Cravens, vice-president, 
Mercantile Trust Company, St. Louis, 
is chairman of the group. 





K. R. CRAVENS 
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Experience With 
the Packaged Mortgage 

Has the “packaged” mortgage, by 
which a home buyer can include major 
kitchen equipment in his mortgage loan, 
proved to be a sound credit device? 

An affirmative “yes” to this question 
comes from the National Life Insurance 
Company of Montpelier, Vermont, said 
to be the first mortgage lender to in- 
troduce the packaged mortgage plan on 
a nationwide basis seven years ago. 

Doubts refuted. Fears and obstacles 
encountered at the outset have proved 
to be groundless or have been overcome, 
according to Addison C. Pond, super- 
visor of real estate investments for Na- 


tional Life, writing in the March issue of 
The Mortgage Banker, published by the 


Mortgage Bankers’ Association of 
America. 
For instance, legal obstacles that 


originally loomed large have been elim- 
inated, and the F.H.A. and the Veterans 
Administration now permit the house- 
hold equipment to come under their in- 
surance and guaranty provisions. 

One original fear was that the equip- 
ment would wear out before the mort- 
gage was paid, but Mr. Pond asserts 
that his company has had no trouble on 
this point in its seven years’ experience 
with the plan. 

Not overdone. Another objection was 
that the borrower would load himself 
with too much equipment. However, Mr. 
Pond states that the usual equipment 
included is a range and refrigerator, 
and that “the loan application that re- 
quests all equipment is rare indeed.” 

National Life’s foreclosure experience 
with the packaged mortgage has been 
favorable. It has never had to foreclose 
a conventional-type package mortgage, 
although a few F.H.A. and VA loans 
have reached that stage. 
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Economist Needed Too 


The banker who has run his establish- 
ment for years with a lawyer at his 
right hand now needs an economist at 
his left. So says Albert T. Huizinga, 
vice-president and treasurer of The 
National Supply Company. 

Speaking before a regional meeting 
of the Financial Public Relations Associ- 
ation in Pittsburgh, Mr. Huizinga told 
his banking audience: 

“You must do more for your customer 
than cash his checks and prepare his 
payrolls. Your customer may yawn when 
you tell him the Truman Administration 
has levied more taxes in six years than 
all the others, including Roosevelt’s, in 
a hundred and fifty-six. But he will sit 
up and take notice when you tell him 
that the market for his television sets, 
or automobiles, or children’s shoes, is 
going to go up or down in the next six 
months. And if he is overstocked when 
the market drops, or understocked when 
it rises, the blame is yours. Not only the 
blame, but the risk.” 

Mr. Huizinga pointed out that “the 
business of banking is more complex 
today than it has ever been before.” 

“The cumulative effect of what takes 
place in Korea and Egypt and Indo- 
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A BANK LOAN based on inventory was first secured by 
Lawrence field warehouse receipts in 1914. 


Since that time, Lawrence receipts have secured the loans of some 
30,000 borrowers with banks throughout the 48 states. 


Our experience with a great variety of inventories, under peren- 
nially changing credit conditions, stands behind the service that 
Lawrence offers you today. 

Next time you find that inventory is a factor in a loan application, 
why not call the Lawrence office nearest you? Bankers throughout the 
country have been doing this for 38 years. 


LAWRENCE SYSTEM 


Nationwide Field Warehousing 
FACILITATES LOANS AGAINST INVENTORY 


SAN FRANCISCO, 37 Drumm St. CHICAGO, 100 N. LaSalle St. NEW YORK, 72 Wall St. 


Offices In All Principal Cities 
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CURRESPONDENT 
ACCOUNT COVERS 
CALIFORNIA 


One account with Bank of 


America (in either Los An- 








oa 







geles or San Francisco) gives 
you direct routing through- 
out the state—enabling you 
to send your items direct to 


more than 300 communities. 


This time-saving service 
is made possible in Cali- 
fornia by Bank of America’s 
state-wide system of branch 


banking. 





Bank of America 
Travelers Cheques 
are known and honored throughout 
the world. Sell them to your customers. 


Bank of America 


NATIONAL fRYSTA%2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 

















China,” he said, “‘very vitally affects 
the performance of your small loan de- 
partment, and is sharply reflected in your 
bank’s year-end statement.” 

In conclusion, the executive stated 
that his own company retains a consult- 
ing economist who sits in on regular 
meetings with management. He added: 

“We would no more think of attempt- 
ing to analyze a business trend on our 
own than we would of trying to plead 
a patent action in court by ourselves.” 
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Monetary Comeback 


One aspect of the Union-Confederacy 
fad these days is the familiar Dixie ad- 
monition: “Save your Confederate money, 
boys!” 

A recent item in The Saturday Eve- 
ning Post suggests that this quip may 
have a sound basis. The item points out 
that while the “Yankee dollar’ keeps 
losing buying power, Confederate cur- 
rency—not worth a cent for many years 
—is quietly rising in value. 

May reach “par.” According to the 
Post, one antique dealer in Atlanta, 
Georgia, predicts that all remaining Con- 
federate money will be in the hands of 
collectors in a few years and will then 
be worth its face value. He backs up his 
opinion by paying ten cents and up, in 
United States cash, for Confederate 
currency. 

Collectors find it impossible to place 
a flat price on the Southern bills, since 
800 to 900 kinds of notes were issued in 
Georgia alone. Some of the rarest, such 
as those of the Bank of Fulton and the 
Western Atlantic Railroad, are now 
worth almost a third of their face value. 

Obligation honored. Perhaps the most 
remarkable fact cited in the Post story is 
that at least one issue of Confederate 
notes is good for the entire amount 
printed on its face, and always has been. 
This is the million dollars circulated by 
the Georgia Railroad Bank and Trust 
Company, of Augusta. Since 1865, it has 
eashed in $925,000 of its notes on a 
“dollar-for-dollar” basis. As to the $75,- 


Bank window explains stock 


000 remaining outstanding, President 
Sherman Drawdy of the Augusta insti- 
tution says: “We stand ready to pay... 
This company has always met its obliga- 
tions in full since it was established 
in 1833.” 
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Stock Window Display 

Wall Street and LaSalle Street join 
forces with the inauguration of a “big 
board” display of timely stock market 
information, set up in the window of the 
Exchange National Bank in Chicago by 
the securities firm of Hornblower & 
Weeks. 

The display shows current Dow Jones 
stock market averages and is changed 
hour by hour to keep on top of the latest 
industrials, rails and utilities, and the 
total volume figures. A brief explana- 
tion of what makes up the Dow Jones 
averages is lettered on an accompanying 
plaque, for the benefit of the general 
public. 

Situated in the center of the financial 
district at 134 S. LaSalle Street, the dis- 
play consists primarily of a large walnut 
frame with four openings for translucent 
plastic sheets. The figures, one and one- 
half inches high, are affixed to the inter- 
changeable sheets and are lighted fluores- 
cently from behind. 
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Another Forward Step 
in Banking Education 

A new School of Consumer Banking, 
the first of its kind to be organized for 
study in the specific field of instalment 
lending, will open this summer at the 
University of Virginia. It is being spon- 
sored by the Consumer Bankers Associa- 
tion. 

The course will cover three years of 
study, with two-week resident periods 
each summer. The first year will be 
devoted to such subjects as applied 
psychology, operations and management 
problems, credits, legal aspects of con- 
sumer banking, letter writing and com- 


market averages, posts prices 
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munications, economics of consumer bank- 
ing, and business development. Second 
and third year subjects will include 
instalment loan diversification, interest 
rates, collections 
and delinquencies, 
charge-offs, re- 
coveries, reserves, 
and other impor- 
tant aspects of 
consumer bank- 
ing. 

The first resi- 
dent session will 
be held August 10- 
23, and will be 
open primarily to 
officers and senior 
staff members 
from C.B.A. mem- 
ber banks, although additional enroll- 
ments will be accepted on a selected 
basis from other banks. 

The director of the school is Hartwell 
F. Taylor, former national president of 
the American Institute of Banking, and 
now executive director of the Consumer 
Bankers Association. 











H. F. TAYLOR 
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Mississippi to Guarantee 
Long-Term Farm Loans 


Another experiment in government- 
guaranteed bank credit has been launched, 
this time in Mississippi, under new legis- 
lation setting up a state “insurance fund” 
to encourage long-term financing of 
farmers desiring to switch to diversified 
operations featuring livestock and poultry 
expansion. 

The Mississippi Senate Bill No. 113, 
known as the Livestock, Poultry and 
Egg Production Assistance Act of 1952, 
asserts that it has been customary to 
limit farm loans to 12 months, whereas 
term credits up to five years are often 
needed for the development of stock, 
pasturage, and poultry projects. 

The new legislation creates a $2,000,- 
000 fund to underwrite farm loans up 
to $15,000 for a term not exceeding five 
years, bearing five per cent interest, of 
which one per cent will revert to the 
State Treasury as an additional fund to 
pay possible losses. Private lenders will 
make the loans on a secured basis, and 
farm plans approved by the county 
agents must accompany all applications. 
If a borrower defaults, any losses re- 
maining after the lender has exhausted 
all legal remedies will be paid by the 
State. 

The program is under the direction of 
the dean and director, Division of Agri- 
culture, Mississippi State College. 
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Ideas for Bank Reports 

Now that a completely representative 
sampling of the 1951 annual reports is 
at hand, the impressive collection re- 
emphasizes the extent to which banks 
are making every effort to give detailed 
yet interesting summaries of the year’s 
results. 

Thumbing through the large accumu- 
lated stack of reports provides striking 
evidence that, for the larger institutions 
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at least, the non-illustrated examples 
stand out sharply as being decided ex- 
ceptions. It has now become almost the 
accepted rule among metropolitan banks 
that the statistical reviews of past year 
operations shall be enlivened with charts, 
maps, photos, pen sketches and other 
art work. 

Success story. Few matched in interest 
the combined 25th anniversary and 1951 
annual report of The Franklin National 
Bank of Franklin Square, for it re- 
counted the amazing growth story of this 
truly remarkable Long Island institu- 
tion. What a story it is: the stumbling 
start, the early struggle to remain 
solvent, the engaging of young Arthur 
Roth as a $55 a week cashier, the dump- 
ing of depreciated corporate bond hold- 


ings, Mr. Roth’s door-to-door calls to 
win customers, the quick establishment 
of a large-scale mortgage servicing de- 
partment that proved highly profitable, 
and thereon a steady succession of inno- 
vations and progressive steps that have 
brought nationwide renown. The Frank- 
lin National now has stockholders in 23 
states and they must be a well-satisfied 
group, for at a time when most bank 
stock is selling below book, the year- 
end bid price on Franklin shares was 
$40 compared with a $26 book value. 
The annual report also pointed out that 
a stockholder owning 20 shares in 1940 
with a market value under $1,000 would 
now own 1,731 shares valued at approxi- 
mately $69,000, thanks to a series of 
stock dividends, and in the interval 
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Detroit Edison 
Anmal Report 


"The Company's future holds a prospect 
of substantial physical growth and 
comparable increase in sales of elec— 
tricity. Ours is a basic and essential 
commodity with constantly broadening 
applications to every facet of our 


customers' 
just good living." 


lives, be it work, play or 


Creates Mt Bown ATather X%, Cesar 


Chairman 
* 


President 
* 


The above extract is from Detroit Edison’s Annual 
Report which has just been mailed to over 70,000 stock- 
holders and employes. An illustrated 20-page booklet, 
it contains complete financial statements and highlights 
of The Company’s operations in 1951, news about our 
new construction program and atomic energy research. 
A copy will be mailed you on request. Write Arthur S. 
Albright, Treasurer, 2000 Second Avenue, Detroit 26. 





Serves More than Half 
the People of Michigan 


The Detroit Edison Company 


This advertisement is not in- 
tended to induce the sale or 
burchase of any securities, 








When you think 
of RAILROADS 





America can be proud of its railroads! 


$1,739,908,000—that’s the as- 
tounding total of railroad purchases 
of materials and supplies in 1950! 
During the five years following World 
War II, capital expenditures by our 
railroads have averaged over a billion 
dollars per year. Since a strong rail 
transportation system is essential to 
the welfare of the nation, it is re- 
assuring to know that America’s rail- 
roads are doing such a magnificent 
job of meeting both civilian and 
defense needs. 


Peoples First National is serving 
many of the nation’s railroads on the 
national level as well as local. This 
knowledge and our widespread con- 
tacts in the industry are frequently 
of value to Correspondents. If you’re 
considering a Pittsburgh Correspond- 
ent, we will welcome the opportunity 
of presenting the facts about our 
comprehensive services. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 
Member Federal Deposit Insurance Corporation 
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Report cover “kills three birds with one stone” 


would have received $7,215.20 in cash 
dividends. Quite an investment! 

One of the most highly dramatized 
and attractive of the 1951 reports was 
that of the First National Bank in Hous- 
ton. An interesting pen sketch of the 
traffic-laden bank corner graced the 
cover. One photographic spread illustrat- 
ed various phases of the bank at work, 
another highlighted business and indus- 
try in the area, while a third presented 
a “family album” of staff activities. Also 
typifying a trend, the report portrayed 
examples of First National advertising 
to illustrate business-promoting efforts. 

Cover ideas. Besides that of the Hous- 
ton institution, there were a number of 
other distinctly unusual cover designs on 
the annual brochures. 

The First National Bank in Palm 
Beach, Florida, used circular cut-outs 
behind which were topical headings in 
various colors. Turning the cover re- 
vealed that these headings were really 
index tabs extending from the pages of 


the report—an ingenious arrangement. 

In comparatively small type the Lin- 
coln Rochester (New York) Trust Com- 
pany overprinted on its report cover the 
names of all the employees in the bank, 
with an outline sketch of the main office 
quarters in the background. Such a list- 
ing was appropriate since, for the 1951 
brochure, it was decided to combine the 
president’s report to stockholders and the 
usually-separate employees’ report into 
one, on the basis that the stockholders 
would be interested in the “human assets”’ 
of the bank. Illustrated sections showing 
personnel scenes depicted “Investment: 
in Better Human Relations,” and “Extras 
that Pay Dividends in Human Happi- 
ness.” 


Ornamental entrance. Widely recog- 
nized for beauty and significance are the 
wrought iron grilles that give access to 
the main office banking room of The 
Third National Bank in Nashville, so 
they are pictured on the front cover of 
that institution’s annual report. It is ex- 


Two original ideas in annual report cover designs 
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plained that the bronze plaques on the 
grilles bear the signs of the zodiac, rep- 
resenting the twelve periods of the year, 
and, according to the ancient science of 
the stars, controlling the destinies of 
men. Says the bank of the unusual gates: 
“A cordial welcome awaits all who enter.” 

Easy reference. For its annual report 
The First National Bank of Martinsville, 
Virginia, adopted the index arrangement 
shown below. The report is concisely 
worded so that each tabbed page covers 
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Concise copy is indexed 


that particular topic in full. The overall 
size has been held to 4% inches wide, 
7% inches deep. 

In designing its front cover, The Old 
National Bank in Evansville (Indiana) 
managed to “kill three birds with one 
stone.” A part of the bank’s interior is 
shown in the background. In addition, a 
graph chart tracing the bank’s continued 
progress is reproduced. And, printed over 
a portion of both illustrations are pen 
sketches of the bank’s offices. Tying the 
art work together is the theme, “Growth 
Through Service.” Incidentally, the Old 
National’s report is of unusual size, be- 
ing nine inches wide and only six inches 
deep. 

Not all of the bank brochure features 
revolved around design innovations, 
however. There were also some note- 
worthy copy ideas. 

President James C. Wilson at the First 
Bank and Trust Company, Perth Amboy, 
New Jersey, dedicated his annual mes- 
Sige to the board of directors, with the 
thought that too few of the stockholders 
aid customers realize “what a tremen- 
di usly important role” the directors play 
Jn the bank’s successful operation. A spe- 
Cial section of President Wilson’s report 
Was devoted to a tribute to the individual 

vectors, with a personalized biographi- 
C<! reference to each. 


People and service. Throughout its an- 
nual report the strongly public-relations- 
minded Springfield (Massachusetts) Na- 
tional Bank emphasized people and serv- 
ice instead of dollars. For example, it 
stressed the gain in new customers in- 
stead of deposit totals. The entire bank 
staff was listed alphabetically rather 
than by rank. The most noteworthy idea 
was a listing of all the community or- 
ganizations being served by the em- 
ployees, with notations as to the nature 
of their participation in the respective 
activities. The bank sent copies of the 
report to all 70 of the organizations 
mentioned, and ran an advertisement 
offering copies to “outsiders” who were 
interested. Local newspapers commented 
favorably and the community reaction 
was excellent. 

Economic analysis. An unusually de- 
tailed analysis of the state’s remarkable 
progress in recent years was a big fea- 
ture of the annual report jointly present- 
ed by Board Chairman B. M. Edwards 
and President John A. Campbell, Jr., at 
the South Carolina National Bank, Co- 
lumbia. There was ample reason for this; 
for example, the value of South Caro- 
lina’s manufactured products has _ in- 
creased during five years by more than 
50 per cent. The bank report also cited 
the typical progress in a single county 
over a five-year period: a more than 100 
per cent gain in capital investment in 
productive plants, an increase in paved 
highways from 67 miles to 313 miles, etc. 
Such facts were tied in with comparable 


development of the South Carolina Na- 
tional’s resources, to demonstrate that 
the bank’s capacity to serve was keeping 
pace with the growing industrial devel- 
opment in the state. 

Retirement plan. President Mark A. 
Brown in his message to shareholders of 
Harris Trust & Savings Banks had a 
real piece of news to unfold—the an- 
nouncement of a retirement plan for di- 
rectors, said to be the first in banking 
history. Under the plan, directors who 
are officers of the bank must retire from 
the board one year after their retire- 
ment from the bank. “Outside” directors 
not connected with the bank in an official 
capacity will retire at age 70, or two 
years after their retirement from their 
major business relationship, whichever 
comes first. The new policy has already 
been put into effect, and has resulted 
in five changes on the board. 

Quite a number of bank reports fol- 
lowed the plan of leading off with a cap- 
sule summary of the year’s operating 
highlights. This was one of the features 
of the president’s annual message at the 
Bishop National Bank of Hawaii at 
Honolulu. The 1951 report marked the 
first time that this bank has included 
detailed information on earnings, and 
comparative statements for a number of 
recent years. 

The net result of these and myriad 
other excellent year-end reports could 
only be to contribute substantially to a 
better understanding of banking trends 
and services. 

















for banking service everywhere in Cuba 


@ BRANCHES 
Habana—(7) 
Camagiiey 
Cienfuegos 
Holguin 

Morén 

Pinar del Rio 
Sancti Spiritus 
Santa Clara 





Santiago de Cuba 


This Bank offers complete facilities for the 
transaction of Cuban business through an 
extensive network of Branches and corre- 
spondents in all parts of the Country. 


PROMPT COLLECTION SERVICE 


THE TRUST COMPANY 






OBISPO 257 @ 
Resources exceed $100,000,000.00 


OF CUBA 


Head Office 
HABANA, CUBA 








Entrance to Chase 


Head Office 
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Through correspondent banks and through branches and 
representatives, Chase makes banking facilities available to 
customers in all parts of the world reached by American business. 
Current trade information from every commercially important 
area is gathered from these and other sources for 


the benefit of Chase correspondents and their customers. 





wor 6 wide BANKING 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 
HEAD OFFICE: Pine Street corner of Nassau, New York 


Twenty-seven branches in greater New York 








Member Federal Deposit Insurance Corporation 
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SERVICE TO 
CORRESPONDENTS 


Credit information 


Around the clock mail 
pick-up 


Quick collection of items 
Participation in 
local loans with 


correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of security 
orders 


Analyses of investment 
portfoltos 


Safekeeping of securities 
Full foreign services 


Many personal services 
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BANKING NEWS 








Survey of Opinion 


“The public . . . the American people 

. will determine the kind of banks 
and banking that we have.” Around this 
theme was built a recent address that 
offers many practical facts and stimulat- 
ing suggestions for bankers in all sec- 
tions of the country. Speaking before 
the Midwest Regional Conference of the 
Financial Public Relations Association, 
held on March 7 in Des Moines, Luther 


L. Hill, publisher of the Des Moines 
Register and Tribune, outlined the 
thought-provoking results of a_ public 


opinion survey conducted by his paper. 
The highlights of this survey are cited 
in the 11-point question and answer tab- 
ulation below. These informative survey 
results were used by Mr. Hill to under- 
score the progress that has been made 
and the work that yet remains in educat- 
ing the public in the role of banking in 
our society. 


What is expected? In what amounts to 
an excellent summation of the “ideal” 
bank public relations attitude, Mr. Hill 
outlined the policies that he, as an indi- 
vidual and as a_ corporation officer, 
expects of his bank. 

The first of Mr. Hill’s expectations of 
his bank is that it must practice sound 
banking principles. “For this there is no 
substitute,” he said. 

“It should have an understanding of 
my business. A clean-cut chap with an 
attractive personality is no substitute 
for a banker who can talk his customer’s 
language. 

“Facts, figures, and balance sheets are 
indispensable but they are not the sum 
total, for there is also the human touch 
... the judgment of character. 

My banker should study and know not 
only banking, but be equipped to advise 
and counsel me on economics and the 
related social sciences,’ continued Pub- 
lisher Hill. 


“T ask him to accept the responsibility 
of seeing that his customer is financially 
fit and well. 

“T need to feel that confidential infor- 
mation may be given without any fear 
of disclosure. 

“T ask that my bank genuinely and 
generously participate in all kinds of 
civic enterprises that make for a better 
community and state and that its leader- 
ship contribute whatever it can to the 
direction of these activities. 

“T ask that it maintain broad ethical 
standards that conform with public inter- 
est and taste. In short, let it not take 
any action nor make any decision unless 
it is willing to see a story about it on the 
front page of the newspaper.” 

Continuing need. Turning from his 
personal sentiments to the survey results 
compiled by his paper’s research depart- 
ment, Mr. Hill pointed out that the state 
of Iowa ranks in the top 5 per cent of 
all states in literacy and that its economy 


The survey shows public relations progress and a pattern for improvement 





Trained interviewers asked the following questions in 


Public Opinion Survey of Banking in Iowa 


Conducted by the Des Moines Register and Tribune 


6. “If you were going to make a small personal loan 


an attempt to discover what a representative cross section 
/ of men and womer in Iowa think about banks. e 


| 1. “If you had a son, which one of the following occupa- 
/ | tions or professions would you like to have him enter?” 

| Of the replies received, 24 per cent answered that a doctor 
would be their choice, 23 per cent business man, 8 per cent 
lawyer, 7 per cent teacher, 5 per cent banker and 5 per cent 
dentist, 2 per cent life insurance agent, with 14 per cent 
undecided and the balance naming other occupations that 
were not listed. 


where would you be most likely to borrow it ... a loan 
company or a bank?” The bank was named by 82 per cent, 
the loan company by 10 per cent with the rest undecided. 
The main reasons for preferring the bank were “cheaper 
interest rates” and “already doing business there.” 


7. “If you were going to finance a new or used car, where 
do you think you would borrow the money . . . a loan or 
finance company, a bank, or the car dealer?” The bank 
stood first with 56 per cent, the car dealer second with 
18 per cent, the finance company third with 13 per cent 
and the others undecided. Once again cheaper interest 


2. “Generally speaking, do you think the banks are do- ‘ : 
Mi -” : rates were the main reason for choosing the bank. 


ing all they can to create more jobs and business oppor- 
tunities for the people in their communities, or do you 
think they could do more along this line?” Banks are doing 
all they can according to 41 per cent of the respondents, 


8. “As you know, banks publish their financial state- 
ments every so often showing the dollar and cents figures 
for their assets and liabilities. As you have looked over these 


il 35 per cent thought they could do more and 24 per cent figures, how much do they mean to you?” Some 28 per cent 
didn’t know. replied “a good deal,” 47 per cent said “very little,” 16 per 
ems 3. “Here is a list of well known professions and occupa- cent said the figures meant nothing to them, and 9 per cent 
tions. Tell me which one you would trust most with confi- could not remember seeing any such figures. 
dential information?” Lawyers were first for 29 per cent 9. “What do you think about the charges banks make 
of the respondents, doctors were named by 28 per cent, for their various services? Do you think they are too high, 
bankers by 23 per cent, then came business men, teachers, about right, or too low?” Bank charges are “about right” 

1 | life insurance agents, dentists, and a few undecided. according to 62 per cent, 24 per cent said “too high,” 14 

4. “Which one do you think does the best job of getting P&T cent had no opinion, and one-half of 1 per cent (possi- 
| things done for the good of the community and organizing bly bank stockholders) said that charges are too low. 

y | worth-while community activities?” The business man was 10. “Do you or your family use any banking facilities?” 
easily first with 51 per cent, then followed the teacher, the Breakdown was 90 per cent “yes” and 10 per cent “no.” 
banker, the doctor, the lawyer, the insurance agent and the Of the 90 per cent using bank facilities the following ques- 

ent dentist. tion was asked, “Do you do business with more than one 

5. “Which one of the following usually go out of their bank?” Replies were 80 per cent “no,” 20 per cent “yes.” 
ities way to be friendly and helpful to you when you or your 1l. “Were you dissatisfied with any of the services you 


family have done business with them?” Grocery stores were 
S first with 38 per cent, banks second with 35 per cent, then 

followed gas stations, drug stores, department stores and 
| newspapers. 


used? If so, which were you dissatisfied with and why?” 
The great majority, 94 per cent, replied “satisfied with all.” 
There was 8 per cent dissatisfaction with checking account 
service and 2 per cent with financing. 
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is evenly balanced between agriculture 
and industry. While the results of the 
survey of this thrifty homogenous popu- 
lation are in general highly commendable 
and reflect credit upon banking, a definite 
pattern for improvement is discernible. 
As can be seen in the tabulation, a very 
low percentage of the persons surveyed 
considered banking a desirable profession 
for their children. Over one-third of the 
survey respondents thought that bank- 
ing could do more to further local busi- 
nesses. Although banks rated high in 
cordiality, trustworthiness, and sense of 
civic duty, few people showed an interest 
or knowledge concerning bank financial 
statements. In conclusion, Mr. Hill 
emphasized the continuing need for bank 


leadership in educating the public to the 
fact that banking is the very heart of 
the nation’s commerce. 

A detailed copy of this survey may be 
obtained upon request to the Financial 
Public Relations Association, 231 South 
La Salle Street, Chicago 4, Illinois. 
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Country Bank Operations 


Management and operations problems 
of current importance to the manage- 
ment of small banks occupied the pro- 
gram of the two-day working session 
of the Commission on Country Bank 
Operations of the American Bankers 
Association, which was held at Alexan- 









THANKS 





TO YOU BANKS 


for helping to make 1951, 


by far, the outstanding banner year for 


NATIONAL CITY BANK 
TRAVELERS CHECKS 





Our extensive advertising in national 
magazines has always featured banks 
as the place at which to purchase 
National City Bank Travelers Checks. 
The outstanding volume of Travelers 
Checks recorded in 1951 is, therefore, 
directly credited to the banks through- 
out the country which have progres- 
sively recognized their merit and rec- 
ommended them. 


NCB Travelers Checks bring two- 
fold benefits to banks: 

1. Satisfaction of bank’s customers 
with the world-wide spendability, the 
guarantee of full refund if checks are 
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lost or stolen, and the low cost for this 
protection. 


2. The worthwhile profits which banks 
derive from our policy to allow them 


to retain the entire selling commission 
of % of 1%. 


Those of our people handling the 
service have endeavored to be diligent 
and helpful in servicing your needs, 
and you may be assured that they 
will continue to do so. 


Our national advertising will, as 
always, emphasize the availability of 
NCB Travelers Checks at banks, and 
banks only. 


THANKS! 
THE NATIONAL CITY BANK OF NEW YORK 
First in World Wide Banking 
55 Wall Street, New York 15, New York 


Member Federal Deposit Insurance Corporation 
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dria, Louisiana, on February 28 and 29. 

The work of this commission, com- 
posed of 15 bankers from smaller insti- 
tutions representative of all sections of 
the country, is aimed at providing assist- 
ance in the management of banks gen- 
erally classified as having assets of less 
than $7%-million. Among the various 
programs planned for the future by the 
commission, the three major ones sched- 
uled for completion during the year 
should be of particular interest to bank- 
ers. They include the new booklet, which 
is now ready for distribution, entitled 
“Bank Tellers’ Do’s and Don’t’s’; a 
guide covering minimum requirements 
in the establishment of an audit program 
for smaller banks; and analysis of the 
savings departments of smaller com- 
mercial banks. 

Employee training. The Commission 
has become increasingly concerned about 
the high employee turnover in smaller 
banks during recent years, and the need 
in these banks of preparing for adequate 
management replacements ffor_ the 
future. One of the best solutions to this 
problem, in their opinion, is the estab- 
lishment of a sound employee training 
program aimed particularly at the field 
of bank teller work. 

To assist the banks in this respect, 
the Commission has just completed the 
booklet, “Bank Tellers’ Do’s_ and 
Don’t’s.”’ Its value is not limited to assist- 
ing employees such as clerks, stenogra- 
phers, bookkeepers, and new employees 
in preparing themselves for tellers’ work; 
it has many other practical uses such as 
serving as a handy reference for ex- 
perienced tellers, as an aid for officers 
and supervisors, and as a basis for con- 
ducting staff conferences. The booklet 
is divided into seven sections covering 
customer and employee relations, han- 
dling cash, opening and closing checking 
accounts, paying and receiving checking 
accounts, safe deposit operations, sav- 
ings accounts, and a chapter devoted to 
definitions of banking terms that are 
commonly used in carrying out the bank 
teller’s work. Unusual treatment of the 


Aimed at sound employee training 
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material included in the booklet was 
afforded through the application of the 
green light “GO” sign and the red light 
“STOP” sign, in setting forth the “Do’s 
and Don’t’s” under the various subjects. 
Copies of this booklet have been mailed 
to association member banks and addi- 
tional copies may be purchased by these 
banks. 

Adequate audit. Although bank defal- 
cations in recent months have been on 
the increase with the accompanying un- 
favorable consequences, an encouraging 
aspect has been the increased interest 
and desire on the part of smaller bank 
management to establish adequate audit 
programs as the best answer to this 
problem. The Commission, in coopera- 
tion with the supervisory authorities, 
is now working on an audit program 
aimed especially at the smaller, non- 
departmentalized bank. The program, 
therefore, will be set up on a functional, 
rather than a departmental basis. Also, 
in order to stimulate as much action as 
possible on the part of these banks in 


adopting this first step towards “ade- | 


quate audit,” the study will be restricted 
to those procedures which it is felt repre- 
sent the absolute minimum requirements. 
The advisability of broadening this audit 
program will be brought out, however, 
and recommendations for increasing the 
coverage will be included. In line with 





the Commission’s experiences regarding | 


past studies, this procedure has proved 


most advisable since the simplicity of 


such an approach results in a greater 
number of banks adopting the original 
program. It has been found, too, that 


after the first year or so of following | 
through with this type of program, the 


banker becomes more acquainted with 
the benefits possible under a more de- 
tailed procedure and is therefore in- 
clined to adopt additional procedures to 
provide more adequate coverage. 
Interest analysis. Another problem of 
major importance in the mind of the 
country bankers is that concerning the 
question of savings interest rates. To 
assist bankers in solving this problem, 
the Commission will make available a 
service providing for the analysis of the 
savings departments of these smaller 
banks. This analysis will be limited to 
commercial banks in that group with 
total assets of less than $7% million 
which have savings funds on deposit. 
The participating banks will be only re- 
quired to furnish figures covering about 
fifteen items, almost all of which are 
readily obtained from their call reports. 
On the basis of answers from participat- 
ing banks the Commission will make an 
individual analysis for each participating 
bank, after which each bank will be pro- 
vided with a report showing results cov- 
ering its savings operation, and compara- 
tive data making it possible for that bank 
to compare its results with averages for 
banks on an area and national basis. 
The reports will include such impor- 
tant factors as: 1. rate of yield on in- 
vested time deposits; 2. expense of han- 
dling time deposits; 3. gross income from 
time deposits; 4. net profit (or loss) on 
time deposits; 5. rate of gross income on 
time deposits; 6. rate of expense and 
interest paid; 7. rate of net profit on time 
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"This book helped us plan. 
sound credit policy--explained 
how AMERICAN CREDIT INSURANCE 
pays us when our 
customers can't!" 
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\\ We're thankful we completed 
our program of protection 
with AMERICAN CREDIT INSURANCE, 


ON - 
STRIKE 


Not long ago, one of our 
biggest customers, with a 
high credit rating, got into 
financial difficulties due 

to a long strike... 


He couldn't pay his account 
with us. We'd have been ina 
tight squeeze moneywise 
except for our A.C.I. policy. 


Send for 
your copy today— 


it helps you advise customers 
on sound credit policy 










What about your company? 
Are your receivables safe 
from loss? 


/ 


AMERICAN CREDIT INSURANCE protects 
one of your customers’ valuable assets— 
accounts receivable. That’s particularly 
important now when so many companies face a tight 
working capital situation. Many banks recommend 
American Credit Insurance protection before approving 
commercial loans. The bank can be included as a named 
assured without charge. For a copy of our book, phone the 
American Credit office in your city or write AMERICAN 
Crepit InpEmMNiry Company OF New York, Dept. 49, 
First National Bank Bldg., Baltimore 2, Md. Offices in 
principal cities of the United States and Canada. 


American Credit 
Insurance 


ty i Rew Yorn 


GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 
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deposits; and 8. rate of actual interest 
paid. 

This program is planned for comple- 
tion prior to the end of 1952 so that the 
participating banks will be in possession 
of this information in sufficient time to 
make sound decisions regarding any 
changes in savings interest rates for the 
coming year. 

The Commission. Members of the 
Commission are: Richard W. Trefz, 
President, Arkansas Valley Bank, Pueb- 
lo, Colorado, Chairman; Ira M. Camp, 
President, First State Bank, Lacrosse, 
Washington; Russell L. Dunbar, Cash- 
ier and Trust Officer, Peoples Bank 
and Trust Co., Sunman, Indiana; Mau- 
rice H. Kirby, President, First National 





Bank, Henderson, Kentucky; Otto B. 
Larsen, Vice President, Pajaro Valley 
National Bank, Watsonville, California; 
Donald T. Lawler, President, Crookston 
National Bank, Crookston, Minnesota; 
Ralph H. Michaels, President, First Na- 
tional Bank, Canton, New York; W. H. 
Pierce, President, First National Bank, 
Shelby, Nebraska; N. Suttle Roberts, 
President, State National Bank, Corsi- 
cana, Texas; L. M. Schwartz, Executive 
Vice President, Citizens State Bank, 
Paola, Kansas; Frank W. Sherman, Pres- 
ident, American National Bank, Jackson- 
ville, Florida; Max Stieg, Executive Vice 
President and Cashier, Dairyman’s State 
Bank, Clintonville, Wisconsin; J. C. Wel- 
man, President, Bank of Kennett, Ken- 








OVERNIGHT SERVICE— 
ANYWHERE AND EVERYWHERE! 
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THE FIRST, 


NATIONAL BANK 


IN ST. LOUIS 


A distinct advantage of doing busi- 
ness with First National Bank in 
St. Louis is the central location of 
this leading financial institution. 

Our unique geographical position 
means that—wherever you are— 
you get overnight service on transit 
and collection items. For special 
needs, of course, First National 





maintains direct wire facilities with 
leading financial centers everywhere. 


These advantages—plus the friendly 
alert service First National accords 
all customers—are some of the 
reasons why so many correspondents 
think of First National first. 


See if you don’t agree. Make First 
National your bank in St. Louis. 


FIRST NATIONAL BANK IN ST. LOUIS 


MEMBER FEDERAL DEPOSIT 


INSURANCE CORPORATION 








nett, Missouri; W. M. Willy, President, 
Security Bank, Madison, South Dakota; 
Jonathan Woody, President, First Na- 
tional Bank, Waynesville, North Caro- 
lina; George R. Amy, Deputy Manager, 
A.B.A., 12 East 36 Street, New York, 
New York, Secretary; and Charles E. 
Betts, Jr, 12 East 36 Street, New York, 
New York, Assistant Secretary 
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One Million Loans 

The Bank of America made its one 
millionth F.H.A. Title I loan during the 
first week of March. 

Since 1933, when this type of insured 
loan was legalized by the Government, 
Bank of America has loaned out $408,- 
020,790 to California residents for the 
repair and rehabilitation of their resi- 
dential and business properties. These 
loans averaged $408 each; practically 
all were under the $2,500 single-resi- 
dence limit. 

The quantity of loans the bank has 
made under Title I would account for 
repair and renovation of one out of 
every three dwellings in California, 
whether single or multiple family units. 
The total of these loans would, at to- 
day’s construction costs, completely re- 
build downtown San Francisco’s 12 
million square feet of office space, or 
would erect sufficient housing to accom- 
modate the population of the city of 
Pasadena. 

Loan number 1,000,000 was made in 
Salinas to postal employee James D. 
Boyer, who borrowed $400 from Bank of 
America’s Salinas branch to paint his 
house and garage and build a fence on 
his property. 


° » * 


Correction 


Our usually infallible proofreader’s 
pencil failed to check off an important 
transposition mark 
in the name of 
Harry M. Bardt as 
it appeared in a 
misspelled form in 
the March issue of 
Burroughs Clear- 
ing House. Mr. 
Bardt is vice-presi- 
dent and_= senior 
trust officer of the 
Bank of America, 
San Francisco. The error occurred in the 
report on Mr. Bardt’s excellent address 
before the 33rd Mid-Winter Trust Con- 
ference of the American Bankers Asso- 
ciation. Our apologies, Mr. Bardt! 














HARRY M. BARDT 


° Sd e 


NABAC Meeting Plans 


During April and May, current bank 
problems are slated to receive the close 
scrutiny of the many members of The 
National Association of Bank Auditors 
and Comptrollers who will attend the 
Association’s spring series of regional 
conferences. New means of combatting 
the steadily-increasing rise in bank de- 
faleations, bank tax problems, increased 
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Houston Regional Conference Committee 





St. Paul Regional Conference Committee 


Conference plans take shape for the National Association of Bank Auditors and Comptrollers 


costs, and the effects of wage and salery 
stabilization upon banking are but a 
few of the timely topics that are com- 
manding the attention of the busy 
NABAC committeemen planning the 
regional meetings. 

The series of meetings will start with 
the 3rd Southern Regional Conference, 
to be held in the Rice Hotel, Houston, 
Texas, April 17-19. General chairman 
for the conference is W. A. Roper, vice- 
president, Citizens National Bank & 
Trust Co., Baytown, Texas, assisted by 
general co-chairman, Jack W. Waltrip, 
cashier, Harrisburg National Bank, 
Houston. In addition to a conference 
agenda of fact-filled speeches, the plan- 
ning committee promises delegates an 
outstanding entertainment and _ sight- 
seeing program in and around historic 
Houston, the largest city in the South. 

Buffalo. Hard on the heels of the 
southern meeting, the 17th Eastern 
Regional Conference will be held April 
21-24 at the Hotel Statler, Buffalo, 
New York. The committee planning this 
meeting is under the chairmanship of 
J. G. Schmauss, vice-president and comp- 
troller, Liberty Bank of Buffalo. Be- 
tween business sessions at this meeting, 


16 


delegates will have the opportunity to 
see the latest developments in  busi- 
ness equipment and supplies, displayed 
through the courtesy of leading manu- 
facturers. Naturally, since the meeting 
site is located in proximity to one of the 
country’s most scenic wonders, a trip 
to Niagara Falls is being planned for the 
delegates. 

Portland. Bankers from seven western 
states will meet in Portland, Oregon, 
from May 19-21 at the Seventh NABAC 
Western Regional Conference. The scene 
of the conference which is under the 
general chairmanship of Frank L. Beach, 
vice-president, The United States Na- 
tional Bank, Portland, will be in the 
city’s Multnomah Hotel. In addition to 
the regular convention program, this 
meeting will pioneer in holding a series 
of technical conferences or informal 
meetings between bankers interested in 
specific fields and experts in those fields. 
No speeches are scheduled for these 
technical conferences, but anyone at- 
tending the meeting may bring up ques- 
tions and exchange ideas with others 
in the group. 

Saint Paul. Invitations have gone out 
to more than 2,000 NABAC members in 


the 14 midwestern states for the Third 
Northern Regional Conference at the 
Hotel St. Paul, in St. Paul, Minnesota 
from May 22-24. General chairman of 
the conference is J. G. Goblisch, vice- 
president, First Grand Avenue State 
Bank of St. Paul, who reports that plans 
for the meeting are well advanced al- 
ready. Special emphasis will be given to 
the interests and problems of the smaller 
bank. 


An Interest in Interest 

Fifty years ago, in 1902, an organiza- 
tion that was destined to exert a note- 
worthy influence on the national economy 
was set up through a convention by-law 
of the American Bankers Association. 
Today, this organization, the A. B. A. 
Savings and Mortgage Division, can point 
with justified pride to the tremendous 
growth in savings deposits over the years 
that it has been in existence. Marking 
the Division’s 50th anniversary, the an- 
nual Savings and Mortgage Conference, 
held recently in New York, well illus- 
trated the questioning, analytical philoso- 
phy that has made the Division a_ prime 
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Do you know that your bank name 


is printed on each check when you sell 


First National Bank of Chicago Travelers Checks? 





And — First National Bank of Chicago Travelers Checks 
are being advertised in HOLIDAY and NATIONAL GEOGRAPHIC. 








Why not call or write us about handling First National 
Bank of Chicago Travelers Checks? You'll find it pays. 


You'll find, too, you’re better equipped to give more 
service to your customers when you take advantage of all 
the many important services offered by The First. In 
addition to Travelers Checks, these include . . . 

















Complete Clearing and Collection Service e Rapid Router 
Service . Complete Foreign Banking Service 
At no cost to you, your bank name is printed on every 
check when you sell First National Bank of Chicago Trav- 
elers Checks. This adds prestige to your bank’s name and Procedure Surveys Assistance in Handling New Types 
gives you widespread publicity on every transaction, for of Loans ¢ Wire Transfers ¢ Safekeeping Service « Bank 
our travelers checks are used and accepted throughout 
the world — and have been for over 40 years ! 


Loan Participation e Bond Department e Operational 


Remodeling and Modernization e Public Relations and 
Not only that . . . you keep the entire sales commission Advertising ¢ Credit Information © Correspondent 


when you sell the First’s Travelers Checks. Conferences 2 Assistance in Special Events 


Epwarp E. Brown, Chairman of the Board 
James B. Forean, Vice-Chairman Homer J. Livineston, President WaLter M. Heymann, Vice-President 


Haroip V. AMBERG, Vice-President Huco A. ANDERSON, Vice-President HERBERT P. SNYDER, Vice-President 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 
Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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CUMMINS HOLES- 
YOU-CAN-READ 


KILL CHECKS 


FOREVER! 





Fastest known method of 
Positive Cancelation 


Nothing’s deader than a Cummins- 
eanceled check. Look at one. The 
holes-you-can-read tell everybody: 
This check has been paid and can’t 
be used again ... you can’t alter 
the holes! 

And because Cummins high-speed 
electric perforators cancel 20 checks 
at atime, any one of your clerks can 
easily cancel 20,000 checks an hour. 
The savings you realize in time and 
money pay the cost of the machines 
many times over. 

Unlike the old-fashioned method of 
ink-stamping, the holes you can’t 
erase mean permanence, complete 
legibility, clarity and everlasting 
safety. No Skips . . . No Misses. 

Send the coupon today for full infor. 
mation about Cummins high-speed 
electric perforators. 


Gi IN BUSINESS AND BANKS @ SINCE 1887 


OMmmins 


Cummins-Chicago Corp. 


MAIL COUPON NOW 


Cummins-Chicago Corp. 
Chicago 40, Ill., Dept., BC-42 
Send information on Cummins 
















Perforators [_] Endorsers [_] 
i hiccinpciuncnnininnciiauistintindetnnntsionicicentiabuensionn 
Bank 

| RSL SARE: Stae ee RT nes one AEN See 
a es 











Clip and attach to your letterhead today. 




















Among speakers at Savings and Mortgage Conference were, left to right, E. V. Bell, 


publisher, BUSINESS WEEK, J 


. E. Perry, president, A.B.A. Savings & Mortgage 


Division, and E. J. Livesey, comptroller, The Dime Savings Bank, Brooklyn. 


A prime thrift factor celebrates the first fifty years 


factor in instilling the thrift habit in 
some 67-million savings depositors with 
accounts totaling $58-billion. 

The current activities of the Savings 
and Mortgage Division were succinctly 
outlined by Division President Joseph E. 
Perry, president, Newton Savings Bank, 
Newton, Massachusetts, in his opening 
address before the conference. Mr. Perry 
cited the staff of regular officers of the 
Division and the organization of standing 
committees whose invaluable work in- 
cludes extensive investigation into cur- 
rent aspects of federal and state legisla- 
tion, investments, real estate mortgages, 
savings and mortgage operations, and 
school savings banking. 

Rate race. If the attitude of the dele- 
gates and speakers at the Division’s 50th 
anniversary conference is an indication, 
the subject of greatest moment to savinzs 
and mortgage bank officers in 1952 is 
easily the upward trend of savings in- 
terest rates. In an address that warned 
against allowing competitive pressure to 
decide the savings interest rate, Everett 
J. Livesey, comptroller of The Dime Sav- 
ings Bank, Brooklyn, asserted that care- 
ful study of a bank’s earnings, surplus, 
and reserves must be the deciding factor 
in setting rates. “There is absolutely no 
reason why a bank whose earnings, sur- 
plus, and reserves give unmistakable 
evidence that it can afford to pay a 
higher rate should not do so,” said Mr. 
Livesey. “It is fallacious thinking, how- 
ever, not founded on fact or logic, that all 
must pay the same rate, that the maxi- 
mum for one becomes the ceiling for all.” 

Pointing out that the trend of commer- 
cial banks in recent years toward “retail 
banking” has brought these institutions 
into closer competition with the savings 
banks, Elliott V. Bell, editor and pub- 
lisher of Business Week magazine, under- 
scored the fact that this competition and 
ill-timed provisions of the recent tax 
legislation greatly strengthened the case 
of the savings banks for a higher ceiling 
on dividend rates. During the 1930’s the 
savings depositor showed little inclination 
toward high dividend rates. Convenience 


and availability were his chief concerns. 
However, stated Mr. Bell, the continuing 
high rate of savings, coupled with infla- 
tion, have brought renewed interest in 
dividend rates and fresh headaches for 
the banker. “We ought all to have learned 
a lesson from the experiences of the 
twenties when competition among banks 
to pay high rates of interest led bankers 
to reach out for higher yielding, more 
risky loans and investments. If there 
develops a tendency to repeat that experi- 
ence, it is hoped that the banking authori- 
ties will check it sharply.” 

A ease and caution. A pertinent case- 
in-point was offered by Thomas C. Bou- 
shall, president of The Bank of Virginia, 
Richmond. When his organization started 
as a Morris Plan bank in 1922, it was 
paying 5 per cent interest and, Mr. 
Boushall reported, this rate made the 
public suspicious of the bank’s soundness. 
The interest rate was gradually dropped 
and savings deposits seemed to grow 
proportionately to the decrease. During 
the cautious 1930’s, interest rates appar- 
ently had little effect upon volume of 
savings accounts. With the availability 
of consumer goods following World War 
II, savings increases began to slow and 
The Bank of Virginia launched an effec- 
tive customer incentive plan to build de- 
posits. This plan, which Mr. Boushall 
outlined in his speech, was reported fully 
in the November, 1951 issue of Burroughs 
Clearing House. This bank plans contin- 
ued aggressive promotion of its savings 
facilities in order to sustain the high 
volume of savings activity necessary to 
meet the borrowing needs of the com- 
munity. 

A member of the Division staff, J. R. 
Dunkerley, deputy manager of the Ameri- 
can Bankers Association and secretary 
of the Savings and Mortgage Division, 
suggested that bankers are in a period 
of overemphasizing the importance of 
rate. “Of course rate is important,” said 
Mr. Dunkerley, “but so is location and 
convenience; so is the privilege of doing 
all one’s banking at one location; so is 
promotion and the type of service per- 
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formed.” Sounding the familiar note of 
caution, Mr. Dunkerley advised the dele- 
gates that it is seldom wise for a bank 
to attempt to meet the rate of competing 
organizations of various types. Rather, a 
bank should determine the rate that is 
proper for it, realizing that it takes much 
more than rate to do a good savings job. 
A bank should advertise for savings, em- 
phasizing the special characteristics of a 
bank, such as convenience, multiple bank- 
ing services, liquidity, and the reasons 
behind the dividend rate. Every effort 
must be made to educate the public in the 
fundamental differences between banks 
and other institutions bidding for public 
savings funds, Mr. Dunkerley emphasizes. 


A tool and its consequences. A flexible 
interest rate is a tool in the control of 
inflation that has seen use throughout 
the world at one time or another, said 
George B. Roberts, vice-president of The 
National City Bank of New York City. 
The adherence to cheap money policy has 
made an increase in interest rates over- 
due in this country. In controlling infla- 
tionary tendencies, “reliance cannot or 
should not be placed wholly on flexible 
interest rates,” said Mr. Roberts. “Direct 
limitations upon credit volume, voluntary 
credit restraint on the part of lending 
institutions, and non-monetary controls 
such as rationing and price and wage 
regulations may all play a part. What has 
been demonstrated both here and abroad 
is that, in a strong inflationary environ- 
ment, these methods are not enough. 
Except when supplemented by policies 
permitting changes in interest rates, they 
leave a wide-open hole in the inflation 
defenses. The control of inflation and the 
pegging of interest rates at low levels 
simply do not mix.” 


Predicting that the present economic 
stability is likely to prevail for the re- 
mainder of the year, well-known Dr. 
Marcus Nadler, professor of Finance, 
New York University, analysed the 
probable results of increased interest 
rates. The rate increase by savings 
banks and others will reduce the new 
tax pressure on_ these institutions, 
lead to a further increase in savings 
deposits, increase the demand for 
mortgages, and if the bill enabling sav- 
ings banks to buy certain types of equi- 
ties is passed, it will at least initially 
increase the demand for preferred stocks, 
thus reducing the pressure of demand for 
mortgages. If commercial banks, particu- 
larly those operating to a large extent 
with savings deposits, also increase their 
rates, this action will increase the demand 
for mortgages, particularly F.H.A. and 
V.A. paper, and cause some commercial 
banks, particularly those whose ratio of 
capital resources to risk assets is already 
strained, to lengthen maturities of their 
government portfolio since this is not 
considered a risk asset. If on the other 
hand, continued Dr. Nadler, commercial 
banks do not follow the rising interest 
rate trend, they will see a loss in deposits, 
the need to liquidate government securi- 
ties in order to meet the withdrawal of 
deposits, and a shift of savings deposits 
from commercial banks to savings banks 
that may force the latter to buy longer 
term government securities. However, 
any loss in savings deposits experienced 
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13 months to rebuild 
—we could have been ruined! 


(A true story based on Hartford File #30015) 


We could have been bankrupt as a result of the fire which closed our 
store for 13 months. But thanks to Business Interruption Insurance, we 
weren't. To be sure, we located temporary quarters quickly .. . were 
back in business thirty-four days after the fire. Still, we suffered oper- 
ating losses of $49,194.79. In addition, we had extra expenses of $30,000 
for rent, fixtures, incidentals. All this—a total of $79,194.79—was recov- 
ered by our Business Interruption Insurance. We’d never be without it! 


Fire (or windstorm, explosion, riot) can close a business... 
temporarily. 


But the loss of income that usually attends disasters can push a 
business to the wall, close it for good. You know this... 


So, in your capacity as financial advisor, call it to the attention of 
your customers. And advise them to make sure they’re covered 
against business interruption — adequately covered. 


To determine the amount needed, have them write for free copies of 
Hartford’s Business Interruption Insurance work sheets... 

or have them see their Hartford Fire Insurance Agent 
or their insurance broker. 


Year in and year out you'll do well with the 


Hartford 3 


Hartford Fire Insurance Company « Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company ° Hartford 15, Connecticut 
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New London Federal Savings and Loan Association, 
New London, Connecticut 


















































First Federal Savings and Loan Association, Waukegan, Illinois 


North American Savings Association, Kansas City 





Dallas Federal Savings and Loan Association, Dallas, Texas 


Typifying the widespread improvement in savings and loan association quarters 


by commercial banks will not be great 
since the general trend of deposits seems 
to be upward. 

a * _ 


Aggressive Quarters 


The bright metamorphosis of financial 
office quarters in recent years has not 
been confined to commercial banking, 
but is reflected as well in the gleaming 
new facades and rich interiors of hun- 
dreds of savings and loan associations. 
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These aggressive organizations were 
among the first to recognize the promo- 
tional and public relations value of at- 
tractive business quarters. Recent ex- 
amples, as pictured above, of new 
savings and loan facilities show high 
architectural styling with an emphasis on 
pleasing textural contrasts in building 
materials. 

Kansas City. An unusual tri-level ceil- 
ing, with a variety of lighting effects, 
sets off the various operating sections in 


the new quarters of the North American 
Savings Association, Kansas City, Mis- 
souri. A light and dark color scheme, 
with blue and cream used for the walls 
and black marbleized asphalt for the 
floor, is carried through to the tellers’ 
counter, where the bleached wood face 
is topped by black marble deal plates. 
Dallas. Roman brick, glass, and red 
granite are the predominating structural 
materials in the facade of the new, two- 
story Preston Road branch of the Dallas 
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More Protection for More People 


Report to Metropolitan Policyholders for 1951 


HE importance of Life insurance and its re- 

lationship to the lives of the people of the 
United States and Canada cannot effectively be 
portrayed by figures in a balance sheet. Cold 
figures can never adequately show human needs 
and their fulfillment. It is important, therefore, 
to try to interpret these figures in terms of the 
millions of people they represent and the mil- 
lions who benefit by the use of the services 
rendered by the Company and its Agents. The 
Metropolitan was serving 33,373,000 Life in- 
surance policyholders at the close of the year. 


The personal phases of Life insurance—for 
it is a highly personal business—are highlighted 
daily by dramatic instances. Sometimes they are 
so unusual as to give special emphasis to the 
part our business plays in the life of the United 
States and Canada. The following quotation 
from a letter from the son of a deceased policy- 
holder, requesting the return of a policy on 
which claim had been paid, tells with simple 
sincerity a moving story of a Life insurance 
policy, of the son’s relationship with his father, 
and of a sound process of economic and social 
education: 


“This policy . . . has for me possibly a 
greater sentimental value than it would have 
cash value... For you to understand this, you 
would have to know the years of close rela- 
tionship and confidence that existed between 
my father and me. When I was a small boy, 
he would take me with him to his safety de- 
posit vault . . . Always he stressed to me the 
importance of his insurance policy, how this 
piece of paper would some day have a cash 
value that might tide the family over in an 
emergency ... Time has passed . . . but the 
sentimental worth of this piece of paper is 
constant in my thinking . . . I have always 
been told that business, especially Big Busi- 
ness, is hard and cold and rigid, but I know 
that this is not so, because business is made up 
of people. People with hearts and souls and 
loved ones, and people who have lost loved 
ones, and some who possibly think and feel 
the same way that I do.” 


We were, of course, pleased to grant this 
unusual request. 


The record sum of $924,000,000 was paid in 
benefits to policyholders and beneficiaries during 


1951. This included payments of $141,000,000 on 
more than 1,250,000 claims (five times ten years 
ago) for Accident and Health and Disability 
benefits. A new high was also reached in Life 
insurance in force—$48,512,000,000, a gain of 
more than $3,000,000,000 over 1950. 


More people than ever were protected last 
year by Metropolitan Accident and Health in- 
surance. As the year closed, the Company had 
in force 3,270,000 policies or certificates pro- 
viding weekly indemnity for disability of 
$86,000,000 per week. Hospital, Surgical or 
Medical Expense benefits were provided by 
2,744,000 policies or certificates. 


Another significant development during the 
year was the introduction of Extended Medical 
Coverage through Group insurance to protect 
people against abnormal hospital, surgical, and 
medical expense that might exhaust a family’s 
entire savings. 


CHARLES G. TAYLOR, JR. 
President 


METROPOLITAN ASSETS AND OBLIGATIONS — DECEMBER 31, 1951 


(in accordance with the Annual Statement filed with the Insurance Department of the State of New York.) 


Bonds 
U. S. Government 
Canadian Government 
Provincial and Municipal 
Railroad 
Public Utility . 
Industrial and Miscellaneous 
Bonds of the Company’s epee: develop- 
ment corporations ‘ : 


Stocks . . 
All but $16, 499, 331. 67 are preferred or > guaranteed. 


Mortgage Loans on Real Estate 
On urban properties 
On farms 


in the aggregate) 

Housing projects and other real estate ac- 
quired for investment . 

Properties for Company use 

Acquired in satisfaction of mortgage in- 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 


‘$2,289, 608, 948. 99 
174,292,067.10 
67,686,151.19 
600,924,947.28 

- 1,426,156,349.76 
- 3,012,453,404.33 


121,095,071.93 


$1,745,033,573.75 
145,926,424.65 


Real Estate (after decrease by ne of $16,400,000.00 


$265,200,536.96 
45,070,016.26 


$7,692,216,940.58 


benefits. 


.  169,090,896.67 future years. 


Reserved for Dividends to Policyholders . 
Set aside for payment in 1952 to those policyholders eligible 


1,890,959,998.40 to receive them. 


299,649,990.00 


Policy Proceeds and Dividends Left with Company . 
Policy proceeds from death claims, matured endowments, 
and other payments, and dividends left with the Company 
by beneficiaries and policyholders to be paid to them in 


Policy Claims Currently Outstanding 
Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported to the Company. 


Other Policy Obligations ... ; 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 
Statutory Policy Reserves 
This amount, which is determined i in accordance with legal 
requirements, together with future premiums and reserve 
interest, is necessary to assure payment of all future policy 


$9,284,635,384.00 


615,163,380.00 


170,404,842.55 


48,734,247.68 


71,057,118.70 


Including premiums received in advance and special reserves 


for mortality and morbidity fluctuations. 
Taxes Accrued (Payable in 1952) . . . . « «© « « 


43,269,538.00 


debtedness (of which $3,184,671.89 is 


Contingency Reserve for Mortgage Loans 


. 


9,000,000.00 


under contract of sale) . . . « « 5,779,436.78 


All Other Obligations . . . . . . «© «© «© « 25,805,419.38 
TOTAL OBLIGATIONS . . . «. «© « «© « « «+ $10,268,069,930.31 
SURPLUS FUNDS 

- $103,883,000.00 
528,953,253.76 


Loans on Policies 


; 447,060,539.27 
Made to policyholders on the security ‘of their policies. 


Cash and Bank Deposits 162,302,812.57 
Premiums, Deferred and in Course of Collection . . 149,471 ,380.68 


90, 153,625.90 


Special Surplus Funds 
Unassigned Funds (Surplus) ae 
TOTAL SURPLUS FUNDS . 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 





3 Accrued Interest, Rents, etc. 632,836,253.76 


TOTAL ASSETS TO MEET OBLIGATIONS - $10,900,906, 184,07 . $10,900,906, 184.07 
NOTE— Assets amounting to $513,921,526.32 are deposited with various public officials under the requirements of law or regulatory authority. 

In the Annual Statement filed with the Massachusetts Insurance Department, “Statutory Policy Reserves” are $9,284,703,206.00, and “All 

Other Obligations” are $25,737,597.38. 
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New curb service 


Federal Savings and Loan Association, 
Dallas, Texas. An attention-getting fea- 
ture of the new branch is a community 
service room complete with an electric 
kitchen. The room will seat about 100 
people and is available without charge 











to local groups, clubs, and other organi- 
zations in the city. 

New London. An imposing structure 
of granite and brick, with a glass en- 
trance-way and aluminum marquee was 
recently occupied by the New London 
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19 of America’s 25 Largest 
. Businesses are Shawmut Customers* 





40 WATER STREET, BOSTON 


Member Federal Deposit Insurance Corporation 


Capital and Surplus $30,000,000 





* Based on Sales Reported by Moody's Manual. 
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100 Park Avenue 





ThriftiCheck MEANS added business! 


Yes, bank after bank will tell you the ThriftiCheck low-cost 
checking account plan will attract new customers, in volume. 
Usually, no extra personnel required. Best of all, you make no 
investment for operating forms, quality advertising, and on-the- 
premises imprinting equipment. 
about exclusive ThriftiCheck franchise for your area without 


BANKERS DEVELOPMENT CORPORATION 


Compact! Full particulars 


New York 17, N. Y. 
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unit uses pneumatic tube to relay deposits and receipts 


Federal Savings and Loan Association, 
New London, Connecticut. This associa- 
tion moved to the new quarters from a 
small, store-front office that it had out- 
grown. A second aluminum marquee pro- 
tects a drive-in teller’s window at the 
side of the building. 

Waukegan. A facade of granite, lime 
and lannon stones with aluminum trim 
and sash, worked into a canopied, set- 
back effect, is featured in the building 
recently occupied by the First Federal 
Savings and Loan Association of Wauke- 
gan, Illinois. In one corner of the lobby 
of the new building is a practical cus- 
tomer library where books and periodi- 
cals relating to building and home im- 
provement are available. 

Cleveland. A large,  three-section 
mural, depicting the chief coins of three 
major civilizations, decorates one wall 
in the new offices of the Ohio Savings 
and Loan Company, Cleveland. The color 
scheme for the offices was built around 
the specially designed draperies which 
take as their pattern the Great Seal of 
the State of Ohio. 

Bloomington. A large flagstaff is the 
dominating feature of the brick and 
fieldstone facade of the First Federal 
Savings and Loan Association of Bloom- 
ington, Illinois. The lobby of this asso- 
ciation’s new building is paneled from 
floor to ceiling with rich walnut veneer. 
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New “‘Auto Banker’ 


An answer to the parking problem for 
banks that are so situated that standard 
drive-in teller’s windows cannot be used 
has been introduced in the new building 
recently opened by the American Na- 
tional Bank of St. Cloud, Minnesota. A 
new service, known as the pneumatic 
“Auto Banker,” permits speedy communi- 
cation between a teller inside the bank 
and a customer station at the curb in 
front of the bank. 

The customer’s unit and the teller’s 
unit are connected by a single, large size 
pneumatic tube which runs under the 
sidewalk, under the basement floor, up 
into the bank to the teller’s receiver sta- 
tion which is sunk into the top of the 
counter between two wickets. The cus- 
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tomer’s unit is located at the curb, on the 
street side, where space has been reserved 
by the police department for customer 
parking while transactions are being 
completed. 

Simple operation. The carrier which 
transports deposits between the two units 
shuttles back and forth under automatic 
and manual controls. The elapsed time 
between the stations is about four sec- 
onds. 

The operation of the “Auto Banker” is 
extremely simple. The customer drives 
up to the curb unit, inserts a key and 
then removes it. This signals the teller 
inside the bank who presses a button 
sending the carrier out. As soon as the 
carrier arrives at the curb station two 
red signal lights tell the customer that 
the door can be opened and the deposit 
made. 

When the customer closes the door the 
carrier and deposit automatically are dis- 
patched back to the teller. The red signal 
lights remain on until the carrier actu- 
ally arrives at the teller’s station, when 
they go off. The teller then returns a 
receipt to the customer and the transac- 
tion is closed. 

The manufacturer of this equipment 
insists that for security reasons the tell- 
er’s unit inside the bank should be located 
at a point where the teller cannot pos- 
sibly see the customer through a window 
or door. Any chance of depending on 
visual identification of customers should 
be eliminated, and the “auto banker” 
teller should pay out only upon the cus- 
tomers’ signature. 

The pneumatic “Auto Banker” was de- 
veloped and is produced by the Protec- 
tion Equipment Company, Inc., No. 9 
Main Street, N. E., Minneapolis 13, Min- 
nesota. 


Pictorial Public Relations 


The need to humanize and brighten 
business quarters, universally recognized 
by today’s banks, has brought about the 
introduction of many eye-appealing and 
interest-catching elements of decor, such 
as the prominent display of painted and 
photographic murals in the bank. The 
public relations value of this type of 
decoration is further enhanced when 
the murals relate to the community or 
to the position of the bank in the com- 
munity as in the following examples. 

Photos of community. Color trans- 
parencies are the focus of interest in 
the recently remodeled and enlarged 
Wheatley Hills National Bank of West- 
bury, New York. These photos are 
mounted in the low, pine teller’s coun- 
ters flanking the bank’s lobby. In one 
counter, the transparencies show places 
and structures that have figured in the 
development of the community from 
Colonial times to the present, while the 
photos in the other counter depict im- 
portant activities and events of the past 
75 years. 

An impressive series of 11 photo 
murals, depicting the development of 
Miami Beach, Florida, were installed 
in The North Shore Bank of that city 
during the 55th anniversary year of the 
bank. The mural series begins with a 
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/ MARSHALL & ILSLEY IN WISCONSIN 


you do business in the Wisconsin market, 
you know how important it is to keep 
a constantly in touch with this important 
4 and diversified area. 


Of course, you expect good service, but 
~at Marshall & Ilsley you receive, in addition, 

the full benefit of M&I’s competence, 
nN experience, personal interest and close 
==<="\association with Wisconsin business and banking. 
Just phone us or use the bank wire. 


Remember, Your Correspondent 
Bank Balances work for you at 
Marshall & Ilsley Bank 


105 Years of Financial Experience 


MARSHALL & ILSLEY BANK 


721 NORTH WATER STREET 
414 WEST NATIONAL AVENUE 
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Member of the Federal Reserve System 
Member of the Federal Deposit Insurance Corporation 
fe ee eee bteioes 





a 


' 23 








Bank of York, York, Alabama 


Wheatly Hills National Bank, Westbury, New York 


First National Bank, Sioux City, Iowa 


Western Montana National Bank, Missoula, Montana 


The North Shore Bank, Miami Beach, Florida 


In the bank lobby, pictures of the community are good public relations 


picture of the old lighthouse that was the 
first structure in the area and progresses 
through various historical shots to the 
large air-view of present-day Miami 
Beach dominating one end of the main 
banking room, 

Sioux City. A huge painted mural de- 
picting the past, present and future of 
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Sioux City, Iowa, graces the newly reno- 
vated lobby of the First National Bank of 
that city. This 13 by 90 foot panorama 
adorns the wall behind the bank’s long 
line of low, marble-faced tellers’ windows. 

Missoula, Montana. Similarly, the large 
photographic murals in the Western 
Montana National Bank, Missoula, Mon- 


tana, are part of recent renovations in 
the bank and are located on the wall 
behind the tellers’ counter, probably the 
most prominent wall area in the average 
bank. These panels show scenes typical of 
the industry, recreation facilities, and 
natural resources of the area. 

Little Falls, New York. The hanging 
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Your COLLECTIONS on 
PERU will receive careful and 
efficient attention when for- 
warded to us. 


Upon request we shall be 
glad to forward by airmail our 


collection tariff in English 


| which incorporates information 


on local customs and practices. 


BANCO 
INTERNACIONAL 
DEL PERU 


Head Office—Lima, Peru 
Founded in 1897 


| 32 Branches and 
Agencies in Peru 


Capital and surplus 


i S/.44,000,000.—. 

















DESIGNED BY YOU! 


security 


Fim, 
Tek-tiv. 


U. S. & Foreign Pats. Pend 





Designed with 
all the features 
you asked 
for...the 
world’s 

finest 

non-slip, 
tamper-proof 
coin bag seal! 


Special 
Cord Cutting 
Notches 


1. Used by Federal Reserve Bank. 
Approved by U. S. Post Office. 

. Positive Tamper-proof Protection. 

. Faster, Easier Sealing. 

. Saves Hard-to-replace Coin Bags. 

Lower Cost!!! 


Write today for complete 
details and Free Samples 


SECURITY 
SEAL COMPANY 


144 W.27 St.+ N.Y. 1, N.Y. * AL 5-2745 
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Lobby displays capitalize 


wall centered above the lobby of the re- 
modeled Herkimer County Trust Co., 
Little Falls, New York, proved to be an 


| ideal location for three large photograph 


panels. The largest of these murals, cen- 
tered between the other two, is an un- 
usual aerial view of the town, while the 
other panels show a scene near the falls, 
after which the town is named, and the 
home of General Herkimer. 


York, Alabama. In the new colonial 
quarters of the Bank of York, York, 
Alabama, the walls are lined with a series 
of large photographic murals. The giant 
pictures show many scenes in and around 
the area served by the bank. 
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Rodeo Tie-In 


A big event in Denver, Colorado, is 


| the Annual Western Live Stock Show 


and Rodeo, with top rodeo talent com- 
peting for thousands of dollars in prizes, 
and beef and other livestock changing 
hands by the carload. Thousands of buy- 
ers and tourists flock to the city for the 
show, pouring large sums of money into 
the hotels and restaurants as well as the 
livestock industry. 

Feeling that its customers appreciate 
information on the business that attracts 
these throngs to the city, the Denver 
National Bank for the past four years 
has featured displays in its lobby high- 
lighting some phase of the livestock in- 
dustry. This year’s display identified 
the principal breeds of Western Beef 
Cattle, telling something of their char- 
acteristics and history, and made avail- 
able booklets published by the various 
livestock associations. 


Interest and prestige. A year ago the 
display pictured various historic cattle 
brands and a year before that a local 
saddle maker cooperated by building a 
special saddle and calling in a photog- 


BODY, Fine 
PERCENT 


on timely local interest 


rapher for pictures of each of the im- 
portant steps in its construction. On the 
opposite side of this particular display 
a sequence of drawings depicted the evo- 
lution of the saddle from earliest re- 
corded times. 

According to the bank, the value of 
such displays is not in the new business 
brought into the bank, but in the inter- 
est developed in the subject and the pres- 
tige accruing to the bank. Though Den- 
ver is generally regarded as livestock 
capital of the West, few of the city’s 
citizens are better informed on live- 
stock facts than the citizens of any other 
metropolis. Local people find the timely 
bank displays a valuable source of facts 
about the community and an industry 
that influences the general welfare. 
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The Growing Years 

As the nation, still young by world 
standards, comes of age, its banks pause 
to mark their individual anniversaries 
and to look back over the years of pace- 
setting growth. In recent months 4 
number of banks have celebrated sig- 
nificant anniversaries, taking the oppor- 
tunity to review bank progress and to 
call public attention to bank contribu- 
tions to community growth. A handful 
of the banks who recently have reached 
anniversary milestones are cited below. 

Miami, Florida. The largest bank in the 
state of Florida, the First National Bank 
of Miami, is celebrating its 50th anni- 
versary during 1952. The anniversary 
will be marked by special bank events 
throughout the year and by the issuance 
of an annual report which features the 
highlights and growth of the city and the 
bank. The First National’s motto for the 
anniversary year is “Still First at Fifty,” 
and the theme runs through the annual 
report, as well as the institution’s other 
activities for the year. The motto ap- 
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pears on the bank’s stationery, in all 
advertising, in mural form on the bank- 
ing floor, and in a five-story gold neon 
sign on the front of the bank. 

San Francisco. The oldest bank in the 
West, Wells Fargo, whose name is close- 
ly associated with the California gold 
rush days, recently celebrated its 100th 
anniversary. Now known as Wells Fargo 
Bank & Union Trust Co., this institution 
was founded as a banking and express 
company serving the booming gold min- 
ing camps. 

Logansport, Indiana. A young bank 
that has experienced an outstanding 
growth, The National Bank of Logans- 
port, recently celebrated its 20th anni- 
versary by issuing a commemorative 
brochure, outlining the history of the 
bank and the facilities that it makes 
available. 

Petoskey, Michigan. Sixty years of 
service have been chalked off by The 
First State Bank of Petoskey. The anni- 
versary was highlighted by the complete 
modernization of the bank’s offices. 

Monterrey, Mexico. An American trend 
in bank promotional advertising is re- 
ported from south of the border where 
the Banco Industrial de Monterrey, S. A. 
has recently used a 12-page newspaper 
supplement to publicize its 20th anni- 
versary. The rotogravure supplement 
featured many photographs, charts and 
drawings tracing the rapid development 
of the city and the bank. 
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Items of Interest 
A package of 10 motion pictures has 


& Trust Company, New York City, has 
established overseas teleprinter commu- 
nications service with its correspondent 
banks in England. The bank had previ- 
ously set up two-way teleprinter commu- 
nications with its correspondents in 
Western Germany, Denmark, Switzer- 
land, and The Netherlands. 


The United States Government re- 
cently awarded special recognition in 
the form of a “Certificate of Coopera- 
tion” to the Bank Building & Equipment 
Corporation of America for the work 
this firm has done in “furnishing tech- 
nical assistance to the peoples of the 
Marshall Plan countries to aid them in 


maintaining individual liberty, free in- 
stitutions and peace.’’ 


4 


The United States National Bank of 
Portland, Oregon, has introduced 3-year 
maturity certificates of deposit, carrying 
2% per cent interest per annum. 


e 


Irving Trust Company, New York 
City, has publicly proclaimed that it is 
committed to a policy of city-wide 
branch banking. At a recent stockhold- 
ers’ meeting, Chairman of the Board, 
William N. Enstrom announced that the 
bank is searching all parts of the city 
for desirable branch office locations. 





been leased to television station WCBS | 


by the Chemical Bank & Trust Company 
of New York City. The films are thought 
to represent those on which the bank 
put up first money financing to the pro- 
ducer and then took over all rights to the 
product when the producer failed to pay 
back the loan. 
oa 


Of special interest to banks is the 
recently announced formation. of two 
new field warehousing firms. The new 
companies are the National Field Ware- 


house Company, headed by Jay Weil, | 


Sr., and Stanley D. Hart, and the Dixie 
Storage and Drayage Company, solely 
owned by Mr. Weil. 


* 


Plans for the 78th Annual Convention | 


of the American Bankers Association at 
Atlantic City are taking form. Hotel 
announcement and reservation forms 
were mailed March 1 to all A.B.A. mem- 
ber banks. The convention will be held 
September 28 to October 1. 


+ 


Bank-by-mail deposits in excess of 
$1,500,000,000 were received by the 
Union Bank & Trust Co., of Los Ange- 
les, during 1951, a substantial increase 
over the billion dollars received in 
1950. 

> 


In a move to accelerate international 
banking transactions, the Chemical Bank 
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You are cordially invited to call on 
Anglo Bank whenever you need 
correspondent service in Northern 
and Central California. And we hope 
you'll recommend Anglo when your 
customers ask you about a bank here. 
In over three quarters of a century 
of domestic and foreign banking, 
Anglo has served representative 
banks located in all parts of the world, 
as well as many of the country’s 
leading business enterprises. Today, 
with assets of more than 
$700,000,000, and capital funds 
exceeding $40,000,000, Anglo has 
31 offices—each a complete banking 
center—in sixteen key Northern 

and Central California cities. 











ANGLO 


CALIFORNIA NATIONAL 





HEAD OFFICE: | Sansome Street 
San Francisco 


BAKERSFIELD + BERKELEY +» CHICO + FRESNO 
HANFORD + HAYWARD + LEMOORE + MERCED 
MODESTO + OAKLAND » PALO ALTO + RED BLUFF 
REDDING « SACRAMENTO « SAN FRANCISCO: SAN JOSE 


BANK 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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Bank welcomes the 
opportunity to handle 
your orders for the 


purchase or sale of 


U. §. Government, 


State and Municipal 


securities. 
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JOHN W. SNYDER 


These lead-off, key witnesses defend the Treasury-Federal Reserve “accord” 


A VERITABLE 


“BRITANNICA OF BANKING” 





The PATMAN HEARINGS 


They lay the groundwork for a Congressional review of 
the entire body of financial and monetary legislation 


HEN the Hatfields and the Mc- 

Coys put away their muskets 

and struck up an agreement to 
live together in peace, it was natural 
for folks to wonder why they ever took 
to feudin’ in the first place. 

The Congress of the United States 
reacted with similar curiosity when 
the Treasury Department and the Fed- 
eral Reserve Board jointly announced, 
on March 4, 1951, that they had 
reached an “accord”, bringing to an 
end the dispute that lay between them. 





SEE COVER... Secretary of the 
Treasury John W. Snyder (extreme 
left) meets question barrage from 
monetary subcommittee. At the table, 
from left: Grover Ensley, committee 
staff director; Henry C. Murphy, 
subcommittee economist; Chairman 
Wright Patman; Senator Paul H. 
Douglas; and Rep. Richard Bolling 
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JOHN H. DONOGHUE 


Why was an “accord” necessary? 
The question has weighed heavily on 
the minds of the key legislators who 
are responsible for writing the laws 
of banking and finance. Both the 
Treasury and the Federal Reserve Sys- 
tem are creatures of Congress; both 
operate under its laws. If these two 
great institutions are found working 
at cross purposes and publicly disput- 
ing about it, does not the fault lie 
with the Congress itself for writing 
one law for the Treasury and a con- 
trary one for the Federal Reserve? 

The product of these questions was 
the investigation conducted in March, 
1952, a year after the “accord”, by 
a subcommittee of the Joint Commit- 
tee on the Economic Report. Begin- 


ning on March 10 and continuing 
daily throughout the remainder of 
the month, the hearings became pop- 
ularly known as the “Patman Hear- 
ings” since the chairmanship of the 
5-man bipartisan panel of Senators 
and Representatives was held by Con- 
gressman Wright Patman, Democrat 
of Texas. This title has helped to 
distinguish the present set of hear- 
ings from those conducted by the 
same subcommittee in 1951, during the 
chairmanship of Senator Paul H. 
Douglas, Democrat of Illinois. 

The Patman hearings were by no 
means confined to a rehash of the 
Douglas Committee’s output. In fact, 
the real importance of the investiga- 
tion is the groundwork which it has 
laid for a painstaking review of the 
entire body of fiscal and monetary 
legislation by Congress. 

The immensity of the task under- 
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taken by Mr. Patman and his col- 
leagues almost eludes comprehension. 
And the value of the record now com- 
piled is likely to increase with the 
passage of years, for it serves as a 
background pattern of the nation’s 
foremost economic opinion, into which 
future monetary proposals and actions 
should be made to fit. It will be hard 
for anybody to offer a theory or scheme 
affecting public debt or private credit 
without finding the arguments for 
and against it already set forth in the 
Patman record. 

Therein lies the true value of the 
Patman research. It did not settle 
the variance of attitudes between the 
Treasury and the Federal Reserve, and 
nobody really expected that. But the 
investigation did assemble a_ very 
great number of competent judgments 
on the relative importance of various 
factors that affect the economic wel- 
fare of the people, and also a large 
variety of informed guesses as to what 
will be the outcome when this or that 
policy is adopted in the face of several 
hypothetical situations that may arise 
in the nation’s economy. 

Appropriately, the first witnesses 
who appeared before the committee 
were the two principal fiscal and mone- 
tary officials of the United States. 
John W. Snyder, Secretary of the 
Treasury, and William McChesney 
Martin, Jr., Chairman of the Board of 
Governors of the Federal Reserve Sys- 
tem, were the key managers whose 
policies were under  scrutiny—one 
managing debt, the other credit. The 
importance attached to the testimony 
of these two key witnesses is obvious 
from a glance at the 2-volume com- 
pendium of questionnaire replies is- 
sued by the committee shortly before 
the hearings began. Volume No. 1 of 


After digesting testimony from these and many other witnesses, the Patman Subcommittee will issue 
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Two-volume summary of replies to monetary questionnaire 


600 pages is devoted to the views ex- 
pressed by these two men. Volume No. 
2, also 600: pages, is given over to the 
other 1,000 persons, including Federal 
Reserve Bank presidents and the Pres- 
ident’s Council of Economic Advisers, 
to whom the committee addressed 
opinion-seeking questionnaires. 

The major message of the hearings, 
therefore, was expressed on March 10 
and 11 when Secretary Snyder and 
Reserve Chairman Martin occupied 
the witness chair in the ornate, mar- 
ble-lined Senate caucus room. Both of 
these sessions lasted full days and they 
set the pitch for the remaining three 
weeks of hearings. 


LEON H. KEYSERLING 


Confronting Secretary Snyder and 
Board Chairman Martin was a panel 
of five seasoned interrogators. The one 
they kept their eyes on, however, was 
Subcommittee Chairman Patman, a 
debater of great skill. It was Mr. Pat- 
man who vocally declined to join the 
chorus of congratulations when the 
Treasury and the Federal Reserve an- 
nounced the burial of the hatchet. 

Four of the members were repeaters 
from the former Douglas subcommit- 
tee—Mr. Patman, Senator Douglas, 
Senator Ralph E. Flanders, Republi- 
can of Vermont, and Representative 
‘Jesse P. Wolcott, Republican of Michi- 
gan. The fifth Subcommittee member 
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Opening scene of hearings, as Rep. Jesse Wolcott (at left) questions Secretary Snyder 


was Representative Richard Bolling, 
Democrat of Missouri, taking the place 
of the deceased Representative Frank 
Buchanan. 

Sharing the spotlight with Chair- 
man Patman was Senator Douglas. 
He came to the hearings not to learn 
but to teach; and in this respect he 
differed markedly from Chairman Pat- 
man. Mr. Douglas is a confirmed be- 
liever in the efficacy of traditional 
monetary measures in controlling the 
cyclical movements of the economy. 

3efore the hearings began, the IIli- 
nois Senator had it all worked out 
that the reason for the price inflation 
following the Korean outbreak was the 


port stating its conclusions 
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timidity of the Federal Reserve Open 
Market Committee. His doggedly held 
position is that the Federal Reserve 
could and should have refused to pur- 
chase the $3% billion of Government 
securities that it actually acquired dur- 
ing the eight months between the 
Korean outbreak and the March 4, 
1951, agreement with the Treasury. 
To be sure, Mr. Douglas has not flatly 
declared that a cut-off of Federal Re- 
serve purchases would have forestalled 
the damage done to the value of the 
United States dollar during those 
months. But he does stand firmly on 
the ground that the Federal Reserve, 
by continuing its security buying to 
the tune of $314 billion, must accept 
a goodly share of the responsibility for 
permitting the inflation to take place, 
for it was this $3% billion of Federal 
Reserve credit that turned up in the 
jump from $16 billion to $19 billion 
of member bank reserves during the 
same period. It was a short leap for 
the Illinois Senator from this $3-bil- 
lion increase of bank reserves to the 
$10-billion increase of bank loans. 
Thus, briefly, runs the Douglas theory 
of what happened in the inflationary 
months following Korea. 

Senator Douglas spared no effort to 
make Secretary Snyder and Reserve 
Board Chairman Martin become con- 
verts to his theory on post-Korean in- 
flation. At one time, when Secretary 
Snyder was on the witness stand, the 


‘ Illinois Senator began dumping glass- 


ful after glassful of water into a 
tumbler before him, shouting for more 
water and generally inundating the 
hearing room, to illustrate the prop- 
osition that an increase of money and 
credit supply is disastrous. 


Secretary Snyder refused to ack- 
nowledge that he had ever “insisted” 
that the Federal Reserve support the 
market for Government securities. 
Even under the most persistent ques- 
tioning, he would go no further than 
to acknowledge that a “stable” market 
is desirable for Government financing. 
As for conflicts of objectives with the 
Federal Reserve, he insisted that these 
could be worked out by “cooperation.” 

Mr. Snyder added one proposal to 
his testimony, possibly for the purpose 
of giving the Subcommittee something 
to chew on, in a suggested money and 
credit advisory board which would as- 
sist the heads of the Treasury and the 
Federal Reserve in their efforts to 
“cooperate.” He was careful to specify 
that the advisory board would have no 
power but to advise. 


HAIRMAN MARTIN of the Fed- 

eral Reserve warmly defended the 
March 1951 accord. He had a personal 
feeling in the matter for he was the 
Assistant Secretary of the Treasury 
who spent weeks of day-and-night toil 
in the negotiations that led up to the 
agreement. 

It became apparent during the Mar- 
tin testimony that some fairly sharp 
exchanges of opinions took place be- 
tween the Federal Reserve Board and 
a number of the nation’s leading bank- 
ers, prior to March 1951. Senator 
Douglas called upon Reserve Chair- 
man Martin to produce a number of 
letters from bankers and others, urg- 
ing the Federal Reserve Board to in- 
crease interest rates long before it 
was actually done. When Mr. Martin 
protested, the five Subcommittee mem- 
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Almost ready for California bankers is a 
64-page guide to rural leadership 


A Banking Manual on 
ARM YOUTH ACTIVITIES 


OR more than 25 years the Cali- 
fornia Bankers Association has 
sponsored a program of awards 
and incentives to encourage and assist 
the boys and girls who live on Cali- 
fornia farms. Over the years this farm 
youth program has expanded, along 
with increased rural population and 
the agricultural growth of the state. 
Recently our association decided to 
have a manual compiled which would 
list these activities and suggest the 
many opportunities for member banks 
to benefit by participating more fully 
in the program. 
This guide book, which will be called 
a “Manual of Cooperation With Farm 
Youth,” is being prepared by the asso- 
ciation’s commission on agriculture 


Samples of the typewritten loose leaf pages in the “Manual of Cooperation ui 


By 
RICHARD D. BRIGHAM 


President, California Bankers Association, 
and Vice-President, Anglo California 
National Bank of San Francisco 


and the committee on education. Its 
purpose will be to serve as a handy 
reference book for member banks. 
Whenever bank officers are called upon 
to make the presentation of an award 
on behalf of the association, or to 
represent it at some farm youth meet- 
ing, they can consult the proper section 
of the manual for suitable background 
material and plan their talks or com- 
ments accordingly. The manual will 
also list the calendar of events through- 


out the year for each farm youth 
organization so that local banks may 
be informed. 

There are three well-established 
farm youth organizations in California 
with which our association cooperates 
in this program. These are the 4-H 
Clubs; Future Farmers of America, 
and the California Young Farmers As- 
sociation. In addition, we have also co- 
operated for many years with the 
Agricultural Extension Service in its 
plans to aid 4-H Clubs activities. 

For convenience the manual is di- 
vided into eight sections headed: 
C.B.A. Program; 4-H Clubs; Future 
Farmers; California Young Farmers; 
Loans; Publicity; Speeches, and a Di- 
rectory of those associated with the 
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4-H CLUBS 


CALIFORNIA BANKERS ASSOCIATION PROGRAM IN SUPPORT OF FARM YOUTH 


4-H Clubs are composed of young boys and girls, averaging 13 years of O 


CALIFORNIA 4-H CLUBS 


Number of Clubs in California: 1099 in 1950°~ 


Number of Club Members: 23,000 


O 


O 





age, who engage in farm projecis for profit or saving. There are hundreds 
of 4-H clubs in the farming areas of California. They do outstanding work 
in their field, and their membership eventually holds highly important 
positions in every farm communiiy. 4-H Club work is an important function 
of thé Department of Agriculture, working jointly with the University of 
California. 


The C.B.A. has been co-operating with California 4-H Clubs for MORE 
THAN A QUARTER OF A CENTURY. 


FUTURE FARMERS 


Here is a slightly older group, under entirely different auspices, engaged 
in more mature farm projects. Boys in the Future Farmer chapters 
receive highly important lessons in farm activities, farm accounting, and 
farm finance. This group is under the direction of the vocational agricul- 
ture instructors in California public high schools. 


The C.B.A. has a 25 year record of practical co-operation with Future 
Farmers. 


YOUNG FARMERS 


This third group is the newest, having been founded in 1936. It isa 

be creeper group of young men who have left high school, and have bound 
lves together, under the direction of a high school or junior college 

wosntionnl agriculture instructor, for study and improvement in farm 

methods. This group is an important user of bank services. 





Beginning 1949, this new group has been added to those with which the 
C.B.A. has a definite program of co-operation. 


‘These youngsters in the farm groups receive extremely valuable practical 
training in Americanism and the workings of the American economic system. 


Members of the California Bankers Association support these farm youth 
organizations with local presentation of C.B.A.sponsored awards and with 
personal effort, influence, loans, counsel, guidance, publicity, and in many other 
ways. 





Ages: 10 to 21. Median age: 13. 
Membership: Voluntary. Open to both sexes. 


Sponsorship: Sponsored jointly by U.S. Department of Agriculture, 
University of California and local volunteer leaders. 


Activities:(A) Members individual projects 
(B) Group projects of a civic, public-service character 
(C) Personal improvement 
(D) Recreation 


Professional Leadership: Supplied by Farm or Home advisors, members 
of the Agricultural Extension Service of the College of Agus 
of the University of California 


THERE IS ONE PROFESSIONAL LEADER OR MORE IN YOUR 
COUNTY. LOOK US HIS NAME IN THE DIRECTORY AT THE 
BACK OF THIS MANUAL AND IF YOU DO NOT KNOW HIM GET 
ACQUAINTED AT ONCE, 

Local Voluntary Leadership: Highly important. Leaders usually 
recruited from parents, farmers and home makers. Former 
4-H Club members are a good source of leadership for 4-H 
Clubs. 

Events: Chief events in which you should be interested are: 
Annual 4-H ACHIEVEMENT MEETING, HELD-IN THE FALL, WHICH 
YOU SHOULD ATTEND WITHOUT FAIL. C.B.A. AWARDS ARE 
PRESENTED AT SUCH MEETINGS. 
4-H Field Days 
Shows displaying 4-H Club work-of all kinds. 
4-H Demonstration Contests 


Sale of live stock raised by 4-H Club Members. 


YOUR DUTIES: Lend every aid and support you can to this extensive 
highly successful, and all Important FREE ENTERPRISE ACTIVITY. 




















come better acquainted with farm boys 
and girls and their parents under the 
most favorable circumstances. In this 
way our association members award 
approximately 20,000 achievement pins 





















































annually to 4-H Clubs members who 
have successfully completed projects 
assigned to them by the Agricultural 
Extension Service. 
The second section of the manual 
discusses the 4-H Clubs and our pro- 
gram for them. There are 1099 4-H 
Clubs in the state, with 23,000 mem- 
bers. Membership is voluntary, and 
any boy or girl between the ages of 10 
and 21 who agrees to “learn by doing” 
may enroll. Each member must under- 
take a home project in agriculture or 
home making. To qualify the project 
th must produce results that can be ex- 
: hibited or demonstrated. 
7 e,° . . 
ay In recognition of this accomplish- 
7 ment each club member is presented 
- by our association with an attractive 
om : 4-H Club pin at the annual achieve- 
es . a . 
-H Mr. Brigham, right, reviewing manual with Oscar Mennenga, C.B.A. executive manager ment meeting. We have allt GETCSSEVS 
series of eleven achievement pins 
ca , ’ — _— , 
~ The manual lists activities, suggests opportunities which are awarded for each year of 
completed projects. A youngster en- 
cO- : . me ae 
he state farm youth movement. sent the association on agricultural ss at = — ten 2 a ee 
its The first section of the manual sum- matters in all rural counties in the ya — . or ere tty —_— 
marizes the C.B.A. program and points _ state. Their chief duty is to work with ¢©®* Pins trom our association. 
di- out how it offers many opportunities the county farm advisors on arrange- 
1d: for community service, personal ad- ments for making achievement awards N addition, our association also pro- 
ire vancement and institutional benefit. on behalf of the association. These vides leadership service pins for the 
rs: For example, each year the president county key bankers often ask other adult volunteer leaders. Each leader re- 
“ ’ . . . . . . . . . 
Di- of the C.B.A. appoints 40 or more bankers within the area to helpin mak- _ ceives his service pin upon completion 
the county key bankers who, in coopera- ing these awards, which gives a large of his first year of leadership and 
tion with the extension service, repre- number of bankers opportunities to be- See FARM YOUTH MANUAL—Page 79 
ion ui 9 - . . . s s 
arm Youth,” soon to be distributed in three-ring binder form to California banks 
LOANS TO MEMBERS OF FARM YOUTH ORGANIZATIONS HOW YOU CAN HELP WITH PUBLICITY 
California bankers have had a long and favorable experience with FOR CALIFORNIA FARM YOUTH ACTIVITIES IN YOUR COUNTY. 
@ loans to members of the various farm youth organizations. These O 
Responsibility for publicity concerning farm-youth activities lies primarily 
loans are customarily made with the approval of the agricultural with the respective farm organizations. However, you can be most helpful in 
many ways. You can: : 
supervisor concerned. Smail amounts are involved, usually, $150 
i. Arrange contacts with newspaper men. 
to $200. The project for which the boy wishes to borrow is, in 2. Help to plan news-worthy events 
3. Aid groups in securing ‘“‘big-name’”’ speakers. 
the average case, one with which he has had some previous contact 4. Help with photographs : ‘ 
5. Help with preparation of news-stories. 
as a mémber of a farm family. Risk is, therefore, at a minimum. 6. Assist in radio and television presentations. 
Place below, for convenience, names of photographers and newspaper men you may 
nor Several methods are used in lending to these farm boys and girls: wish to contact. 
ir 
: (A) Standard Bank Loan. 
NEWSPAPER MEN 
Loans are made on the signature of the boy or girl and his 
or her parents. Standard procedure, usual interest rates Name Paper 
r and use of regular bank forms are recommended. Recommen- . 
C) dation of 4-H Club Leader, or vocational agricultural © Address Phone 
teacher, in the case of a Future Farmer or Young Farmer 
should be obtained and attached to the papers. For the 
information of bank examiners ‘‘4-H,”’ “‘F.F.”’ or “‘¥.F.”’ may Name Paper 
be initialed on the note. : 
Address Phone 
(B) Private or Advertising Fund. 
H Some banks prefer to keep all farm youth work strictly in Name Paper 
vHIC! the promotion, advertising and good will field. These 
, banks make loans direct to farm boys and girls, without Address Phone ; 
parents’ endorsement. Notes are not included in the bank’s : 
assets. Some bankers feel that the training value of the 
project is increased if youngsters do not have parents’ = : 
signatures. Others believe parents’ interest is important. ’ PHOTOGRAPHERS 
In the case of all farm youth loans, the borrower is required . oo i 
to keep accurate records on his transactions, and present in Name 
his application credible evidence of a bankable deal. 
Address Phone 
IVITY. : O Name 
Address Phone 














With a seasonal modernization boom anticipated, 
here are some timely thoughts on .. . 


Building a Sound Volume 


ITH the spell of Spring in the 
air, thoughts of home owners 
seem instinctively to turn to 
ways of refurbishing the family domi- 
cile with a new roof job, some needed 
face-lifting improvements, or perhaps 
repairs to leaky innards. And to the 
lending institutions, this fundamental 
seasonal urge presages a welcome 
spurt in modernization loan applica- 
tions. 
Perhaps this year the urge will be 
_especially pronounced. One syndicated 
bulletin analyzing banking trends pre- 
dicts that home improvement sales will 
break all records this Spring and Sum- 
mer, and it estimates that 50 per cent 
more lenders are now aggressively 


By 
R. E. STINGEL 


Vice-President, Michigan National Bank, 
Saginaw, Michigan 


pursuing modernization loans than 
was the case only a year ago. 

Be that as it may, the Michigan 
National Bank plans to be in the thick 
of the seasonal drive, and we are step- 
ping up our promotion accordingly. 
Folders featuring modernization loans 
will be inserted in all customer corre- 
spondence except delinquent notices. 
We will make increasing use of display 
and classified newspaper ads, spot 


TLE | LOANS 


radio commercials, billboards and lob- 
by panels. 

However, the modernization loan 
business is very much a year-around 
activity with us, and we work at it 
intensively 12 months of the year. 
Moreover, we are at least as concerned 
with maintaining the quality of the 
paper as we are in developing it 
volume-wise. Although we average ap- 
proximately 150 new Title I loans a 
month we do not consider this to be 
exceptional, but we do feel that we 
may have something to talk about from 
the standpoint of controlled dealer 
relationships, effective servicing, and 
freedom from undue customer diffi- 
culties. 


Examples of the thoroughness with which the bank seeks to avoid future difficulties 
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Brown Siding & Roofing Co. 
114 South Franklin Street 
Saginaw, Michigan 


Gentlemen: 


receipt of properly executed forms. 


phone at his home. 


payment is due. 





MICHIGAN NATIONAL BANK 


March 13, 1952 


The John R. and Mary Smith F. H. A. Title I Appli- 
cation for $1090.00 for 36 months is approved, 
subject to compliance with existing regulations and 


Please secure signatures in ink, complete address, 
and directions if there is not a stréet number. 

Please also include telephone number customer may 
be called to in the event he does not have a tele- 


It is very important, too, that the contract be 
properly dated and the date shown when the first 


Yours very truly, 


MICHIGAN NATIONAL BANK 
~ Installment Department 











322 North Sixteent 
Saginaw, Michigan 


Dear Mr. and Mrs. 


has been approved 


repaid 36 monthly 


certificate which 


tract is received. 


mediately - --- 





MICHIGAN NATIONAL BANK 


Barrie Creek Fur Gwanp Rapips LANSING Barrie Creex Pum GRAND RaPips Lawsro 
MARSHALL Port Huron SAacinaAw MARSHALL Port Horo» Sacrmaw 
SAGINAW. MICHIGAN Saginaw, MICHIGAN 


March 13, 1952 


Mr. and Mrs. John R. Smith 


h Street 


Smith? 


Your application for PHA Title I Modernization Credit 


in the amount of $1,090.00. Including 


interest charges the total balance is $1,240.00, to be 


payments of $37.95 each. The proceeds 


will be paid to the Brown Siding and Roofing Co., Saginaw, 
Michigan, for material supplied or work done by them. 


Before funds may be disbursed on this account the dealer 
or contractor must obtain your signature on a completion 


certifies that all materials have been 


supplied, that the work has been completed satisfactorily, 
and you authorize the bank to make payment of the balance. 
A payment coupon book will be mailed you after the con- © 


In the event the payment program as shown above does not 
agree with your understanding of it, or if you have any 
questions regarding the account, please contact us im- 


~ Insteliment. Department, Phone 353-4461. 


Thank you for your patronage. 


Yours very truly, j 


j 


MICHIGAN NATIONAL BANK . 
Installment Department 
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Making good promotional use of time payment windows 




















Harry Fox, left, calls on lumber dealer Alfred Mardon 


and wife, stresses Title I advantages 


The bank has a highly developed program for obtaining Title I loans, preventing delinquencies 


In our opinion F.H.A. Title I repre- 
sents a service to lenders that we do 
not expect to see duplicated on an 
independent restricted basis. We know 
of no individual lending institution 
that has been handling modernization 
loans successfully on its own without 
charging at least a $7 rate, and even 
on this basis it is extremely difficult 
for any one lender to build up large 
enough reserves under its own plan. 
And, there are other advantages to 
Title I besides the insurance. So much 


of the modernization business is 
dealer-generated, and the F.H.A. plan 
provides dealer safeguards and con- 
trols. Moreover, there is a prestige 
and advertising value connected with 
it that makes for public acceptance. 
So, we are concerned with keeping 
this F.H.A. program on a sound and 
permanent basis. 

Unfortunately, some ills have crept 
into the program from time to time. 
Occasionally lenders are not sufficiently 
careful in qualifying dealers, in check- 


ing credits, or in providing trained 
personnel to supervise the activity. 
There is too much reliance on the guar- 
antee. Actually, since there is no lien 
on the borrower’s property and delin- 
quencies tend to be relatively high, it 
is necessary to spend an extra amount 
of time in investigation and follow-up 
of modernization accounts. 

To us, the basic fundamental of a 
sound Title I operation is a very thor- 
ough investigation of the dealer, plus 
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Promotion is being stepped up to capitalize on the expected spurt in home improvements 





—IMPORTANT— 


REMEMBER: 


oK with an ALL 


PERMANENT HOME 
IMPROVEMENTS 


Avauaple On 
LOW-COST 


F.H.A. BANK PLAN 








% F.H.A. Modernization Loans (Title 1) provide up to 
$2,500 for any permanent home improvement. 


%* Includes such things as landscaping, new sidewalks, 
or plumbing, roofing, painting—even additional rooms, 






Open fill 4:30 * Low interest ... convenient monthly payments. 
every weekday 


including Saturday 


% Obtain an estimate on the work you want done... 
then drop in at Michigan National for your F.H.A. 
Modernization Loan. 


[1CHIGAN NATIONAL BANK 


BATTLE CREEK. © FLINT @ GRAND RAPIDS © LANSING © MARSHALL @ PORT HURON e SAGINAW 
ASSETS OVER 250 MILLION DOLLARS 


10% DOWN 


36 Months To Pay! 


Through Your Dealer 
or Directly With 
INSTALMENT 
DEPARTMENT 


PHONE 3-4461 








MICHIGAN 
NATIONAL BANK 


Jefferson at Lapeer 


Open 9:30 AM. to 4: 4 
FREE CUSTOMER PARKING ” 





Of course — low cost rates, 
too, on Automobiles, Trailer 
Coaches, Television, Farm Im- 
plements, etc,, etc. ~ 


Banks and businesses in Indianapolis 
are teaming with schools to give 
economics new significance 


An Outstanding ECO 





one 


EDUCATION PROJECT 


NDIANAPOLIS banks in recent 
months have found themselves 
kneedeep in a public relations pro- 

gram that functions through the local 
public school system and is yielding 
amazing results. The program is in 
several major respects unlike anything 
that banking ever has tried elsewhere. 
At the same time it is making effective 
use of many time-honored and tested 
financial public relations techniques. 

It is no exaggeration to say that 

‘many of the bankers who are most ac- 
tive in the Indianapolis program are 
surprised to find themselves so in- 
volved. Even the handful of financial 
public relations veterans who were in- 
strumental in backing the project a 
few months ago admit they had no hint 
they were setting into motion a mech- 
anism that would prove to be either so 
productive or so inclusive. 

For several years a few bankers 

there have been seriously concerned 


ARTHUR 
VAN VLISSINGEN 


about the serious gaps in the public’s 
knowledge and appreciation of bank- 
ing. These men have made various ef- 
forts to improve the situation, and 
some of these have been by working 
through the schools. But until very re- 
cently these efforts were very hit-or- 
miss. 

The old hands at banking public re- 
lations give most of the credit to some 
newcomers on the scene who are nei- 
ther bankers nor professionals in pub- 
lic relations. These successful tyros 
are, of all things, school teachers. The 
school teachers set out to build a pro- 
gram that was, and still is, far broad- 
er than a mere concern with banking. 
But the banking aspect of the program 


which they got started has already 
made dozens of Indianapolis bankers 
busy as bees cashing in on the oppor- 
tunities to make friends and influence 
people in behalf of banking in general 
and the local banks in particular. 
Here is how it got started. Not long 
ago the Indianapolis school system got 
a new general superintendent, H. L. 
Shibler. He came from a Detroit sub- 
urb, and he brought with him an un- 
happy awareness that the teaching 
methods generally employed at the 
junior high school and senior high 
school levels—roughly ages 12-17—do 
no better than a mediocre job of famil- 
iarizing youngsters with the economic 
world in which we live. Because he 
wanted to do a more effective job in 
this field, and felt the need of a more 
intimate knowledge of it than he could 
easily find among his school ma’ams, 
he took the initiative soon after he 
moved to Indianapolis. Early in 1951 


One example of how local banks are following up the “Indianapolis at Work” project 


Paul Boardman, Fletcher Trust Company, heads cooperative A. I. B. program of talks and film showings in the schools 









































he 
wi 
en 


ly 
rs 
Y- 


do 
1il- 
nic 


in 
ore 
uld 
ns, 


51 


louse 




















vides for a family 


and other visual aids. 





stores of Indianapolis. 





the Chamber of Commerce, civic leaders have 








: - : -..a story of 
= Va INDIANAPOLIS at Work 


When an Indianapolis youngste. watches his father leave 

te for work each morning in a business establishment, the 
te boy probably doesn't realize that the business, created 
because of a desire to make profits, is enabling the father 

to bring home food and.-clothing for the family and to 

save money that will enable the boy to have a college 

education. We must give our children tn school a better 

Gppreciation of what the private*enterprise system pro- 


—H. L. Surin, General Superintendent of Education 


A Community’s Plan to Educate its School Children 
About its Business and Industrial System 


pledged a fund for the use of the Board to carry 
the project through its initial stages. 

The plan embraces the production of imstruc- 
tiona} materials for pupils in grades four through 
twelve, these materials to include books, film strips. 


In order to realize immediate benefits for pupils 
how in the upper grades and to avoid the time lapse 
necessary for the production of materials in a more 
pern ent form, the publication of information in 
an eight-page news-magazine format was under- 
taken. This publication, entitled, “Indianapolis at 
Work,” is being used in grades seven through tweive 
The first edition is devoted to the department 


he proj- The publication is designed to shew, through lo- 
of rep calized pictures and stories, illustrations of how 
resentatives of business. industry labor, the press. free enterprise and the profit system work out in 
the schools, and parents’ organizations. Through Indianapolis business fields 

Continued on Page Three 





Indianapolis at Work 


The Indianapolis Public Schools 








Thank you. Mrs. Clack’. Thousents of steps of paper - cach « atory - 


nass through the tefler's wintow at your hank 


You and Your Bank 


Sometime in your life you will visit a bank. 

You will take atone two things, some dollars and 
your character. Anyone knows a dollar when he sees 
one. What is character? 

Your character is everything about you - your 


appearance, your ways of behaving, your property, 
your past and your expected future All these things 
make up your character 

One plus one equals two, everywhere but in your 
bank. Sooner or later you may find that your bank 
can make your dotiars plus your character equal more 
than the two put together. Through its ways of 
doing business, your bank can make these two things 
worth more to you than the dollars in your bank 
account, 

“Prove that!" you say. “If this is true, I want 
to know more about it What does a bank do for a 
person? How does it do what it does?” 


Dollars + Character =Credit 


Banking 1s the business of receiving funds on 
deposit and of making loans. 


Money is no good to anyone when it is out of 
use. Your bank can use your money at times when you 
have no use for it. In return, your bank will pay 
you interest But for your bank to earn interest on 
your money, your bank must have it on deposit in an 
account for a period of time. 


To Our Readers 

“What's the beat thing I cen doe to 
eet head, Pop?” 

“Save your faret thousand, boy. ft"s 
herd to do. But do it. The ceat wall 
come cesier, If you can save that titat 
thousand doliers, youl! get shead.* 

This was the wey fethers talked to 
sons et # time mot so tong pest. 

Does such advice hold good today? 

It does. Any banker will tel! you 
there ere # hundred chances today to 
act ahead agsinst one chance yesterdey. 
And tomorrow will eultiply oppertun- 
sties by jqat so much more, 

Now, there ere som “gloom” around 
who say the dey of free enterprise is 

ad. Théy will tell you ee now heve 
® siuty-cent doliat Tomorrow st will 
be worth thirty cents. The dey after 
thet st will be worth twenty cents 
What's the use of seving, they ask As 
time goes on, the Government ill teke 
it eeny from you in taxes, Phy not 
Bive up before you start? Don't waste 
your energy trying to aske « fortune 
Tt is old fashioned to try thet today 

In my opinion, these gloomy people 
ere atl eraong. 

And this story about our benks 
should make you see why they are wrong. 

It am still good advice: “Save up 
thet ferst thousand, doy! * 

Com you tell me from this story about 
“Vou end Your Bek” why this is better 
advice now then ever before? I'ti be 
aled te hear from you 


- HLL. Shibler, Generel 
Supérintendent 


= au 


Kinds of Banks 


Banks ere called by names which suit 
the kind of business which cach bank is 
want to deo. 

Por exemple: « Commerciel Bank gets 
ita depos:ts from business and indus 
trial farms. In turn, st loans money to 
these firma for short terme thirty to 
ninety days. Acommerciel bank aay take 
other kinds of deposits Ite chief 
business, however, is done with business 
fites, not with persons in the city. 
ALE our Indcenapolis banks are com 
mercial benks, 

A commercial bank which tekes de- 
posits from other banks is celled « 
Correspondent Bank, Such s benk will 




















Left: Brochure outlining plan is available. Right: 8-page pamphlet on Indianapolis banking 


he went to the chamber of commerce 
with his suggestion, and he found an 
enthusiastic welcome. 


HE upshot was the project that 
is now called, “Indianapolis at 
Work.” (Its official, and more school- 
teacherish, label in the Board of Edu- 
cation is the “Economic Understand- 
ings Project,” but nobody else is ever 
heard to use the phrase.) It is backed 
up by an advisory committee of 30 men 
from business, labor unions, and edu- 
cation. This committee raised a fund 
of somewhat over $9,000 a year for 
three years, by subscription. The sum 
is expected to meet all expenses. 

Superintendent Shibler wanted to 
remove business and the capitalistic 
economic system from the realm of 
abstract studies in Indianapolis 
schools. He wanted to give the kids 
concrete, specific information about 
these vital subjects. He purposed doing 
this by teaching them in terms of lo- 
cal businesses which they know exist, 
rather than in the usual textbook gen- 
eralities. He did not aim to puff local 
firms individually. He planned to talk 
principally about commercial, financial, 
and industrial groups which are im- 
portant in the economic life of Indian- 
apolis. 

To do this he went out and found a 
man qualified to conduct the operation. 
He gives this man the status of an as- 
sistant in his own office, and pays the 
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expenses out of the fund supplied by 
the advisory committee. The man chos- 
en was Dr. Byron B. Williams, who 
came to the job on leave from the 
school of education of the University 
of Rochester. 

The purpose of the project was ex- 
pressed by Mr. Shibler in a statement 
which has become the rallying cry of 


all those concerned. He expressed it, 
appropriately, in terms of the elemen- 
tary and high school students’ need: 

“When an Indianapolis youngster 
watches his father leave for work each 
morning in a business establishment, 
the boy probably doesn’t realize that 
the business, created because of a de- 
sire to make profits, is enabling the 


Bankers reviewed “You and Your Bank” text before publication 


Left to right, starting at extreme right: C. H. Hittle, W. B. Schiltges, W. B. 


Conner, Jr., 


R. T. Dilley, J. K. Mahrdt, F. Polen, R. E. Sweeney, Jr., J 


Miles, G. E. Hack, S. P. Hunter and J. A. Smith, Sr. All had a prominent part 
in the program, and are more fully identified in the article. 
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You ond Your Bank 





Bet it can be anseered in « tound about 
wey by looking at some United Stetes 
Depertwent of Leber statistics 
Here are the average erekly cornings 
over several years of bank empl ee whe 





ate not bosses of supervinors 

In 1949 the gvereug werkly weer in 
Barks end Trust Compenies was 643.64 
In 1950 it stood af $46.44, In July 
1951 tt stood of $40.49 

As an caployer. you stand to aske 
more of less then an averene weekly 
sone. Promotion to « supervisory job 
will pay better then the average. Rem 
ember that most bank employers enjoy 
hidden” wears in addition to those 
peid in cash 


How Much Business? 


Then you deposit money in your bank 
acount, the bank credits your arcount 


with the emount of your deposit 

Men the bent pays one of your cher ks 
written eaainst your account, the benk 
fedits the emount of your check ageinst 
your secoeunt 

It ts important to knoe how many bank 
debits there ere in ell the banks of « 
city. The amount of debits this month 
competed with test month or with this 
month » yeat age tells us about business 
conditions 

Below are bank debits in Indianapolis 
banks for three past Septembers 

September, 1949 $607 632, 000 

September, 1950 725,039, 000 

September 1951 728. 389.000 


Courses for Bankers 


Courses offered im 1981 by the 
Indisnepolis Chepter, American Institute 
of Banting, for bank employees are as 
fotiows 

+*Fundamentais of Benting 

*Consumer Credit 

*Busines« Administration 

Commercieol Lew 

+Money and Banking 

Benk Administration 

*Rilective Speaking 

*Gteduate courses may be follaeed 
under one of three major Commercial 
Banking. Trusts, end lovestments tn 
wtdstsvon te completing three courses for 





the wejer, the student completes « 
course from one of the other majors 
four courses in att Thiet makes hin 
eligible - prawsding his grades are 
ood for @ Geatuate Certificate The 
Courses offered are accepteble for 


transter credit at Indiana University 


Do You Think Like A Benker? 


Would you like to “think Like » bank 
president™ for « moment? 


this, the "Fed" as the bankers call it, will loan 
funds tg a member bank or will buy assets from the 
bank. 

These two plans make deposits in your Indiana- 
polis bank completely safe. 





Mechines take out drudgery, wane tot arcurscy to bookkeepang 


Owning Bank Stock 


The risks in owning bank stock are not so easily 
guarded against. 

If you own stock in a bank you expect dividends, 
or the share of profits paid to stockholders, from the 
way the bank manages its services. These services are 
paid for in a number of ways: 

> From interest on loans and investments. 

> From service fees charged depositors. 

— From charges for collecting sums of money for 
customers. 

~* From fees for rendering trust services, 

~» From earnings from other bank operations, 

Before a stockholder can receive a dividend, 
the bank must subtract expenses from its income. 
Eating into the income of a bank are payments: 

For salaries and wages of employees. 

>For the cost of supplies 

~~For heat, light. power, telephone and telegraph 
expenses, 

~» For insurance premiums paid to the FDIC. 

>For rent paid for space or equipment, 

~~ For the interest paid on savings accounts. 

>For the state “intangible tax” paid for depos- 
itors. 

For Federal income, real estate and local city 
taxes. 

© For many other costs of operation - pensions, 
hospitalization, insurance benefits for employees, and 
for advertising., 

But merely subtracting expenses from income will 


You and Your Bank 





not give the total amount to be divided among the 
stockholders. To the costs of operation must be added 
sums held from profits for “reserves.” Because of 
good common sense, a portion of profits must be held 
back each year to protect depositors against unfore- 
seen events Funds held back become part of the 
capital structure of the bank and are called in 
bank statements “surplus, undivided profits and 
reserves." 

You can see why dividends from bank stock rarely 
tise above two-tenths of one per cent for each one 
hundred dollars of deposits in a ban 


How Many People Work in Our Banks? 


Indianapolis has about 2,500 bank workers This 
counts nearly everyone now employed 

This figure includes the clerks who keep the 
records, who operate the machines and who do steno 
graphic and secretarial services. It inctudes the 
tellers who receive and pay through the “windows” of 
the bank It inctudes the cashiers, or the officers 
who sign official documents. It inciudes the depart- 
ment managers who take care of the business of -bank- 
ing. It includes the vice-presidents who are ir 
charge of special divisions of the bank. It also 
includes the men who watch the doors of the vaults. 
This figure includes all the people who work by day 
as well as at night. 


Is Banking A Profession? 


Banking is a cormunity service when looked at 
by our citizens. From the view of a stockholder, 
banking is a business. From the point of view of a 
worker in a bank, banking is a profession. 

Almost anyone you talk with in a bank is excited 
about his work. Somehow it seems to each person that 
his job is*the most important job of ‘ail 

Every job is important. If unusual care is not 
taken, a mistoke could be disastrous for a customer. 

Remember, always, that anyone who works in a bank 
is trusted with money that belongs to someone else. 

People come to a bank for service To know how 
to give the exact service which a customer needs is 
important to any employee. Such knowledge comes only 
after one has worked for s time in a bank and then has 
studied banking methods. 

Many of our bank workers take special on-the-job 
courses In Indianapolis, about 300 employees from 
the several banks enroll each year in American Insti- 
tute of Boenking courses 

The cost of this training is paid for by the 
banks Take a job with a bank, and you can receive a 
complete free banking education Go through the 
courses offered, and you stand a better chance of 
promotion. Promotion in banking depends not upon 
“polities” or pull or upen being related to a stock- 
holder. It depends upon how well you can serve others 


Then consider whet these facts mean: 

People are buying corporation stocks 
wd bonds. They ere not buying govern- 
ment bonds im as great quentity os lest 
year 

Business loans by banks in leading 
Cittes ate Fising 

Defense loans, to get ates production 
Borne, ate Fiwing, 

Pratuction of ertictes for everyday 
use by people is being slowly cut dom 
to make way for defense production. 

Business forms are buying for “ninety 
days” instead of for « flanger advance 
period. 

Over ell this hangs © question mark 





Whet about 1952? 

Defense spending by the Federal 
kovertoment will increase. 

In 1052, it ss extimeted by some that 


taxes itl take about 60 cents instesd 
of 38 cents as an 1980, of every doller 
earned by our cotporetions. 


The costs of producing earnings ete 
were to rine. 

To ell these fects, edd the un- 
certainty of an election year, the 
way the British pound atetiong and the 
French franc seem to be on the edge. of 


falling, the trouble about the Suer 
canal, the Korean war, the Russian cold 
wer tactics. 


These ate « few things an officer of 
a bank must keep in @ind. How does it 
feel to think about these things? 


Try This 


Find out by telephone 

Pret interest rates ere cherged on 
personal loens and consumer credst loans 
by « benk? By # loen company? 

What are the charges on « mortgage by 
# bank? By © savings end loon assecie- 
tren? 


Compere the inforeation you get. 














Pages from bank study material. Also covered to date are telephone utility, department stores 


father to bring home food and clothing 
for the family and to save money that 
will enable the boy to have a college 
education. We must give our children 
in school a better appreciation of what 
the private enterprise system provides 
for a family.” 


WO advisory committee members 

are bankers: Willis B. Conner, Jr., 
vice-president of The Merchants Na- 
tional Bank and The Indiana Trust 
Company, and William B. Schiltges, 
president of Fletcher Trust Company. 
These men were quick to see that the 
schools’ educational program could be 
strengthened, and simultaneously the 
banks’ problem of achieving better un- 
derstanding of their functions could 
be simplified, by wholehearted banking 
support of the program. The two com- 
mittee members thereupon went about 
the job of mobilizing all the banks be- 
hind “Indianapolis at Work.” But be- 
fore examining how they did it, a little 
more information about the plan itself 
may prove helpful to complete under- 
standing. 

Originally it was expected that Dr. 
Williams might prepare some new 
textbooks, which would be written out 
of the local case studies. These text- 
books were visualized as the instru- 
ment for bringing this information to 
the students in grades from the sev- 
enth through twelfth. 
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By evolution the idea shifted to pub- 
lishing the necessary information in 
an eight-page news-magazine format 
much like some of the periodical study 
material that comes into the schools 
from external educational sources. In 
this less permanent form, the material 
appears less formidable to the students 
—and to their parents, who get a look 
at it if the student takes it home as the 
school asks him to. Moreover, the ma- 
terial may be more easily revised in 
future as changing conditions may re- 
quire. 

Dr. Williams thus far has prepared 
and published three issues of “Indian- 
apolis at Work.” The first covered de- 
partment stores, the second covered 
banks, the third the telephone com- 
pany. 

An outline of the organization and 
methods used by the Indianapolis 
banks to carry their share of the re- 
sponsibility for the banking industry 
issue might well prove helpful to bank- 
ers elsewhere who are concerned with 
how to develop better community re- 
lations. 

To assure full official support at the 
highest level in the banks themselves, 
the banking participation was taken 
up with the Indianapolis Clearing 
House committee and officially author- 
ized. The clearing house referred the 
actual task of dealing with the assign- 
ment to the bank operations committee 


of the clearing house. Brought into full 
cooperation were the local chapter of 
the American Institute of Banking, 
headed by Sanford P. Hunter, assist- 
ant vice-president Peoples State Bank; 
the local chapter of the National Asso- 
ciation of Bank Auditors and Comp- 
trollers, under the chairmanship of 
George E. Hack, Indiana National 
Bank; and the Indianapolis Corporate 
Fiduciary Association, whose chair- 
man is J. Albert Smith, Sr., vice-presi- 
dent, Fidelity Trust Company. 

The clearing house group which 
worked with Dr. Williams met once to 
lay out a general plan for the banking 
issue of “Indianapolis at Work,” and 
set up a schedule of appointments to 
talk with him during the next several 
days. These individual interviews in 
some instances stretched out to a half- 
day, and the trust activities were 
threshed over at a monthly dinner 
meeting of the Corporate Fiduciary 
Association where Dr. Williams asked 
questions and the members answered 
his quizzing. 


EXT step was actual preparation 

of the copy. This was entirely the 

assignment of Dr. Williams. The prin- 

cipal text, in large type, was divided 
into two sections. 

The first was entitled “You and 

Your Bank,” and outlined the func- 


See EDUCATION PROJECT—Page 76 


Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








Defense Production Act 

The Senate Banking and Currency 
Committee completed hearings of 
President Truman’s proposal to extend 
the Defense Production Act, as amend- 
ed, for a two-year period though in- 
dications point to an extension that 
will be a one-year period ending June 
30, 1953. 

The House Banking and Currency 
Committee has not begun hearings 
but early action is forecast and it is 
expected that a bill will be on Mr. 
Truman’s desk before adjournment. 

Gauging sentiment on the basis of 
the Senate hearings, the defense act 
on final approval will contain: 

1. Extension of Regulation W gov- 
erning consumer credit. 

2. There will be no Capehart amend- 
ment under which manufacturers are 
permitted to add increased costs to 
prices. Senator Homer Capehart (R., 
Ind.) believes that his amendment 
adopted last year will not be continued. 

3. Continuation of the Voluntary 
Credit Restraint Committee and the 
V loan program under Sections 301 
and 708 of the Act. 

4. Decontrol provisions governing 
many products which are now selling 
below ceilings. 

Witnesses representing banking, 
commerce and industry testified before 
the Senate Banking Committee over a 
three-week period. 

Kenton R. Cravens, vice-president of 
the Mercantile Trust Company, St. 
Louis, and representative of the Amer- 
ican Bankers Association, urged con- 
tinuance of the V loan programs and 
the Voluntary Restraint Committee. 

Mr. Cravens, chairman of the ABA’s 
Sub-committee on Financing of De- 
fense Contracts, said that the associa- 
tion “believes there is an urgent need 


for continuation of the two programs | 


authorized under the Defense Act of 
1950, as amended, for one more year.”’ 

He said that legislation which cre- 
ated the credit and V loan programs 
“demonstrates that this machinery. 
which possesses greater flexibility, can 
successfully influence the proper use 
of credit in agriculture, industry and 
commerce in this period of emergency. 

“Selective or qualitative controls do 
not lend themselves readily to the ex- 
isting situation since we have a paral- 
lel need of money for defense and also 
is their basic concept is insidious and 
dangerous.” 


April, 1952 





By N. P. GREGORY 


Washington Correspondent 


Clem D. Johnson, of Roanoke, Va., 
director and chairman of the United 
States Chamber of Commerce Policy 
Committee, urged ending wage and 
price controls, including rent controls. 

Other provisions, such as Regula- 
tion W, V loans and the Voluntary 
Credit Restraint Program should be 
continued only up to and including 
March 1, 1953, he said. 

The National Foundation for Con- 
sumer Credit opposed the extension 
of controls over instalment credit, 
contending that restrictions “discrim- 
inate against a large portion of the 
buying public.” 

Former Senator Francis J. Myers, 
counsel of the National Foundation, fi- 
nanced by manufacturers, retailers, 
distributors, bankers and other lend- 
ing institutions, assailed the controls 
as “shackles on the freedom of the 
little people.” 

Mr. Myers said Regulation W is not 
anti-inflationary. On the contrary, he 
contended, it is inflationary, adding 
that it is creating enormous commer- 
cial debt. He also charged that con- 


trols are damaging the “E” Bond pro- 
gram of the Treasury and depleting 
the tax income of the United States. 
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R.F.C. Lending Policy 

Harry A. McDonald, new Recon- 
struction Finance Corporation Admin- 
istrator, has embarked on a policy of 
gearing the $1,000,000,000 lending 
agency’s activities to policies of anti- 
inflation and of aiding defense mobil- 
ization through the supplementing of 
private funds. 

One major change which he con- 
templates undertaking is to return to 
the agency’s regional offices powers 
to approve credits up to $100,000 
without Washington’s approval. This 
power was taken from the 32 RFC 
offices by former Administrator W. 
Stuart Symington. 

He outlined his lending philosophy 
in the following statement to Bur- 
roughs Clearing House: 

“RFC’s lending job is one of sup- 
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in number of customers served . . . 


THE BANK OF VIRGINIA 


May we serve you? 


RICHMOND - PETERSBURG - ROANOKE 
NEWPORT NEWS - PORTSMOUTH - NORFOLK 


Member Federal Deposit Insurance Corporation 
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plementing private sources of funds 
for essential purposes. 

“In carrying out this responsibility, 
the RFC has a loan policy which is 
tuned to the anti-inflation and defense 
mobilization programs of the Federal 


Government. Likewise, it is fully con- 
sonant with and in many respects 
identical to the Voluntary Credit Con- 
trol Program of this country’s pri- 
vate banking system. 

“The public interest is paramount. 








CANADA 
— with emphasis on Oil 


The Canadian Bank of Commerce, through 
nearly 600 branches, serves al] Canada. 


With almost 100 of these branches in the oil fields 

of Western Canada, we take a special interest in oil— 
an interest kept right up to date for the benefit of all who . 
have business in this area. 


Our services have proved their value to many 
U.S. oil men now in the field. They will prove 
equally useful to those extending their operations 
to Canada. 


These facilities are at the disposal of American Banks 
in behalf of their customers. 


The Canadian Bank 


of Commerce 


Head Office—Toronto 


New York e San Francisco * Los Angeles 
Seattle * Portland, Ore. 
and nearly 600 Canadian Branches 


(The Bank does 
not advise on 
the merits of 
oil securities) fp 



















Insure Security / 
with EXPANDING MAILERS , 


Designed to carry a “full load” 


You save registry fees, postage, and time too. 








EXTRA STRONG KRAFT PAPER 
HEAVILY GUMMED FLAPS and SEAMS 
EXPERTLY CONSTRUCTED 


Ideal to use when mailing: 


@ Bulky transit items 

@ Stocks and bonds 

@ Defense Bond record cards 
@ All valuable papers 


WRITE FOR SAMPLES 


CURTIS 1000 INC. 


HARTFORD 6 CONN 











ST. PAUL 4, MINN 


CLEVELAND 14 OHIO 


ATLANTA, GEORGIA HOUSTON 3, TEXAS 





In lending only when the public inter- 
est can clearly be demonstrated, it is 
essential that every reasonable effort 
be made to encourage bank participa- 
tion, whenever private institutions 
cannot handle the loan by themselves.” 
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Savings-Loan Hearings 


Senator J. Allen Frear (D., Del.) 
does not believe that legislation will be 
enacted by the Senate at this session to 
amend the Home Owners’ Loan Act of 
1933 to regulate savings and loan as- 
sociation branches. 

A Subcommittee of the Senate 
Banking and Currency Committee held 
hearings on almost identical bills for 
two days. The two bills aimed at curb- 
ing authority of the Home Loan Bank 
Board to authorize branches of sav- 
ings and loan associations in states 
which prohibit branch banking. 

The Home Loan Bank Board’s au- 
thority on this phase of its operations 
was questioned. Its powers to author- 
ize branches, however, were confirmed 
when the United States Court of Ap- 
peals decided in its favor on February 
28, 1951, in the case of North Arling- 
ton Bank v. Kearney Federal Savings 
and Loan Association. 

William K. Divers, chairman of the 
Home Loan Bank Board, testified in 
opposition to the two bills, S. 2517, and 
S. 2564. He said that S. 2517, in effect 
would prohibit the Home Loan Bank 
Board from granting branches in 30 
states, and S. 2564 would prohibit the 
Board from granting branches in 25 
states. 

“They would prohibit the granting 
of branches irrespective of the need 
and without reference to the policy of 
the State legislature or the people of 
that state with reference to other types 
of financial institutions,” Mr. Divers 
said. 

Joseph Earl Perry, president of the 
Newton Savings Bank, Newton, Mass., 
representing the American Bankers 
Association, testified in favor of 
S. 2517, asserting that this bill “would 
be sounder legislation,” if enacted. 

“The proposed legislation would fill 
a gap in the existing statutes by defin- 
ing the conditions under which Feder- 
al savings and loan association 
branches may be established and main- 
tained, just as the original legislation 
defined the conditions under which the 
associations themselves could be estab- 
lished and maintained,” Mr. Perry de- 
clared. 

“We believe Senate bill 2517 is a 
fair and simple bill to clarify the situ- 
ation by adopting the policy so long 
and so successfully followed in the 
case of national banks,” he said. 

Alexander Chmielewski, president of 
the National Association of Supervis- 
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Examples of ways in which 
we may be of assistance 
on your bank operating 
procedures include: 


® Mechanization 
® Methods 

© Forms 

¢ Job Evaluation 


¢ Bank Layout 











MELLON NATIONAL BANK AND TRUST COMPANY 





With increased operat- 
ee ing costs, additional 
modernization of routine banking operations is becoming more and 
more desirable. At Mellon National Bank, many practical methods 
and forms have been developed which can be of use to you. There 
is no “ready-made”’ answer to operating problems. Each problem 
should be considered individually, in relation to the particular 
bank concerned. 
If you would like to review your present operating procedures, we 
shall be glad to work with you. It’s one more helpful service we offer 
correspondent banks. 


PITTSBURGH 30, PENNSYLVANIA 
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ors of State Banks, testified in favor 
of S. 2564. He said this bill would 
not deprive the Home Loan Bank 
Board of any of its legal prerogatives. 

Maurice C. Sparling, chairman of 
the legislative committee of the State 
Bank Supervisors, also testified in fa- 
vor of S. 2564. 

George L. Bliss, chairman of the 
legislative committee of the United 
States Savings and Loan League, said 
that any legislation of a limited na- 
ture, if enacted, “should provide for 
such branch offices to be approved, 
when the individual circumstances 
warrant it, on the basis of the laws 
and practices prevailing in the state 
of domicile of the applicant institu- 
tion.” 

James J. O’Malley, president of the 
First Federal Savings and Loan As- 
sociation, Wilkes-Barre, Pa., and chair- 
man of committee on Federal legis- 
lation of the National Savings and 
Loan League testified in favor of 
S. 2517. 

Richard A. Booth, president of the 
Springfield Institution for Savings, 
Springfield, Mass., representing the 
National Association of Mutual Sav- 
ings Bank, said: 

“We believe that if the dual system 
of Federal and State financial insti- 
’ tutions is to continue successful, equal- 
ity of branch privileges is essential. 


It is important that a Federal savings 
and loan association have the same 
branch privileges—neither more nor 
less—as a State savings and loan as- 
sociation or a mutual savings bank in 
the same State.” 


e 5 e 


V.A. Regulations 


The Veterans Administration has 
tightened its regulations governing 
business loans made by private lenders 
to Second World War Veterans for the 
purchase of passenger cars and has 
warned veterans on transfer of home 
loans. 

The twin actions are in line with the 
VA policy for stricter supervision of 
GI rights in light of Congressional 
warnings that past practices have re- 
sulted in injustices to veterans. 

Hereafter, the maximum term of a 
GI business loan for the purchase of a 
new car cannot exceed 30 months, and 
for the purchase of a “used” car, 24 
months. Previously loans for much 
‘longer periods could be negotiated. 

The new VA amendment also tight- 
ens requirements for GI business loans 
to finance cars bought by veterans for 
use in part-time employment carried 
on in addition to their regular jobs. 
Hereafter, such loans will be screened 
by the VA office in Washington, D. C., 





SPIRALING 


Interest in the subject of providing 
imprinted checks to all customers ap- 
pears to be quickening among bankers 
at this time. Another large metropolitan 
bank is just starting to furnish this 
service to some forty thousand accounts 
who up to now have been using con- 
ventional stock checks, and we observe 
that we are more frequently discussing 
this topic. 


Generally speaking, we believe a bank 
should sell personalized checks rather 
than provide them at no cost, but we 
are told by an increasingly large number 
of bankers that the time saved in han- 
dling checks which are imprinted more 
than offsets the extra expense. We don’t 
know enough about bank operating costs 
to debate this point, and indeed we 
have no desire to do so because we like 
the business. 





Whether imprinted checks are sold or 
given away, there is no question but 
what they are better than checks which 
have to be sorted and filed by signature 
only, and since the operating costs in 
banks are constantly mounting, just as 
they are in industry, any reasonable 
investment that will hold them in line 
is perhaps money well spent. 


In any event, the trend appears to be 
definitely towards more imprinted 
checks, which of course involves the 
need for a dependable source of supply 
for the printing. We can handle almost 
any kind or size of imprint job, whether 
it be one order for forty checks or one 
hundred thousand orders for two hun- 
dred checks each. During the course of a 
year we produce well over two million 
imprint orders and there is always 
room for another million. 


















If UXE 


CHECK. PRINTERS 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





as an additional check to verify that 
the car is an actual necessity in the 
veteran’s business or occupation. 

On home loans, VA said that vet- 
erans who sell their homes and let the 
buyer assume the 4 percent loan, re- 
main personally responsible for the 
payment of the loan. 

“Second World War veterans should 
not sell their property without making 
certain that their interests are pro- 
tected,” the VA warned. “The best way 
to do that is to have the purchaser pay 
cash or arrange a loan in his own 
name.” 

Property is more easily sold with the 
4 percent GI mortgage remaining in 
effect, VA said. A veteran selling his 
property with the GI loan intact runs 
the risk of later having to pay all or 
part of the debt resulting from a de- 
fault by the new owner. 
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F.D.1.C. Credits 

Maple T. Harl, chairman of the Fed- 
eral Deposit Insurance Corp., has noti- 
fied all insured banks that the net 
assessment income credited to their ac- 
counts on December 31, 1951, is slight- 
ly in excess of $70,000,000. 

This represents an increase of about 
$1,300,000 over the amount credited 
last year. 

“This favorable result is made pos- 
sible,” he said, “largely through the 
sound operations of the insured banks 
and the stability of our dual banking 
system.” 

On July 1, 1952, the FDIC treasur- 
er’s office will forward each insured 
bank a credit notice showing the exact 
dollar amount of its credit. 

The FDIC also reported that the to- 
tal amount of net assessment income 
credited to insured banks as of De- 
cember 31, 1951 is 56.505257 percent 
of the assessments becoming due in 
that year. This is made up of the 1951 
assessment credit of 56.49508 percent, 
plus .00749 percent representing the 
insured banks’ share of the net ad- 
justment, made in 1951, of assess- 
ments which were due in the first as- 
sessment credit year 1950. 


5 e > 


Large Currency 
Transactions 

Secretary of the Treasury John W. 
Snyder has issued new regulations cov- 
ering currency transactions. 

In a letter to banks and other finan- 
cial institutions, Mr. Snyder points out 
that the system of reporting unusual 
currency transactions was started in 
1945 after it had been established that 
racketeers and others were resorting 
to the use of large-denomination cur- 
rency as a method of concealing in- 
come. 
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The change in the 1945 regulation 
was decided upon by the Treasury 
after consulting the Federal Reserve 
System and a committee representing 
the American Bankers Association. 

The requirement for reports involv- 
ing transactions of $1,000 or more, in 
denominations of $50 or higher, has 
been changed to $2,500 involving de- 
nominations of $100 or higher. Re- 
ports of all transactions of $10,000 or 
more in any denominations also are 
required. 

The Secretary says that’ the 
amended regulation will make report- 
ing procedure less burdensome to 
banks and other institutions. 

Normal large-scale currency trans- 
actions—which, in the judgment of re- 
porting institutions, are customary— 
should not be reported. The reports, it 
is emphasized, are treated by the 
Bureau of Internal Revenue as confi- 
dential and no disclosure is made of 
the sources of information. 

In a letter to banks and other insti- 
tutions, Mr. Snyder praises their ef- 
forts to cooperate with the Treasury 
Department. 

“IT want to express my appreciation 
again for this public service and to 
urge continued cooperation and re- 
newed vigilance in this regard. At the 
same time I wish to express my appre- 
ciation for the assistance you have 
rendered in other areas dealing with 
Treasury activities.” 

Reports on large-scale currency 
transactions must be filed on Form 
TCR-1 on the 15th of each month and 
must cover each deposit or withdrawal. 


Insurance Credit Restraint 

The National Voluntary Credit Re- 
straint Committee reports that com- 
mitments to acquire loans and invest- 
ments during January 1952 by 45 life 
insurance companies, whose combined 
assets represent 85 percent of all life 
insurance company assets, totalled 
some $632,000,000, or $132,000,000 less 
than the total of new commitments 
made in December 1951. 

Outstanding commitments of 45 life 
insurance companies to acquire loans 
and investments totalled $4,144,000,- 
000 at the end of January, a decline of 
$31,000,000 from the end of December. 

Of the total commitments outstand- 
ing on January 31, it was estimated 
that $2,351,000,000, or somewhat more 
than one-half, would be taken down in 
the coming six months. Of these esti- 
mated “takedowns,” somewhat more 
than one-third represents loans to, or 
the purchases of securities of, rail- 
roads, electric and gas utility com- 
panies, and other business concerns 
engaged in defense or defense-support- 
ing activities. 
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% » Now, the smallest bank 
Ne can have a Postage Meter! 


e In fact, anybody who mails And has a moistener for sealing 
letters, no matter how few or how envelope flaps. 

seldom, can use the DM. It’s a @ Can be set for as much postage 
desk model postage meter, little as you want to buy. . . protects 


larger than your telephone. postage from loss, damage, theft... 
@ But it prints postage like any big accounts for postage automatically. 


meter .. . the right stamp for any It’s a great convenience. Anybody 
kind of mail, right on the envelope. | ©2 learn to use it in a few minutes. 
With a dated postmark, and your Ideal for small banks or branches. 
own small ad, if you like. Handles @ Ask the nearest PB office to show 
parcel post, and registered mail. you the DM ...or send the coupon, 
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CHRISTMAS CLUB, A CORPORATION 


. = 


November 15th, 1952—January 15th, 1953 
as the dates for 


The Herbert F. Rawll Memorial Awards Competition 


Open to Christmas Club members in 











financial institutions using the serv- 
ices of Christmas Club, A Corporation. 


THE SUBJECT: 


‘How Christmas Club and Financial 
Institutions help me to obtain 


financial security.” 


Entry blanks for Club members and 


complete details will be prepared and 
HEADQUARTERS FOR MEMBERS OF 


ST AP ate A a sent later to the institutions we serve. 


@hristmas.4 Glub 


2 « FP ag MF. oe nl LPP IY < 
pee BY THE INCORPORATED 


ORGANIZATION CHRISTMAS CLUB * ® * 
ORIGINATORS OF THE 
CHRISTMAS CLUB PLAN 


ae a 


NUMBER 


DUE THIS WEEK-:% 


atsé 


(NOTE) This advance notice of the Herbert 

F. Rawll Memorial Awards Competition 

is being announced at this time in response 

to many requests from institutions we serve 

who wish to include plans for it in their q d ° 
promotional schedules. orporation 


Our staff representatives are prepared to FOUNDED BY HERBERT F. RAWLL 
give you full particulars. 230 PARK AVENUE, NEW YORK 17, N.Y. 


BUILDS CHARACTER @ 


BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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THE PERSONALITY SPOTLIGHT 








A widely-known oil industry execu- 
tive, H. B. Fuqua, has been chosen 
chairman of the board of The Fort 
Worth National Bank, as successor to 
Robert E. Harding. who died Feb- 
ruary 20. 

One of the 
Southwest’s 
prominent bank- 
ing leaders, Mr. 
Harding had 
been president of 
the Fort Worth 
National from 
1930 until he was 
named _. board 
chairman last 
December. He 
headed the Asso- 
ciation of Re- 
serve City Bankers in 1933. 

Mr. Fuqua will continue as active 
chairman of the board and chief ex- 
ecutive officer of the Texas Pacific Coal 
and Oil Company, but will have a desk 
in the bank and will advise with the 
president and other officers on bank 
matters. He has been a director of the 
bank since 1948. 


H. B. FUQUA 


e 


Recently the Kansas City newspapers 
could have headlined a story, “Ejisen- 
hower Elected President,” without 
claiming occult powers of prognostica- 
tion. For they would have been citing 
the election of 
Arthur B. Eisen- 
hower, another 
of the nationally- 
known _ brothers 
from Abilene, 
Kansas, as presi- 
dent and director 
of the Plaza 
Bank of Com- 
merce, Kansas 
City, Missouri, 
succeeding the 


A. B. EISENHOWER 


late George W. Dillon. 

Mr. Eisenhower will continue as di- 
rector and executive vice-president of 
the Commerce Trust Company in Kan- 
sas City. His local banking experience 
dates back to 1905, and embraces near- 
lv every department of Commerce 
Trust. 

* 


Another noteworthy addition to the 
officer staff of the First National Bank 
in Dallas is Walter W. Schroeder of 
New Orleans, who has become vice- 
president in charge of the correspond- 
ent bank department. 
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RAY NESBITT 


W. W. SCHROEDER 


Noted correspondent bankers 


In this capacity he succeeds Ray 
Nesbitt, who has directed First Na- 
tional’s correspondent bank activities 
for some 30 of the 41 years he has been 
serving the institution. Mr. Nesbitt will 
continue to be active as vice-president 
in the correspondent bank division. 
Termed the elder statesman of the 
Southwest’s correspondent bankers, he 
boasts a record of never having missed 
attending an annual convention of the 
Texas Bankers Association for 29 con- 
secutive years. 

Formerly vice-president of The Na- 
tional Bank of Commerce in New Or- 
leans, Mr. Schroeder headed both the 
correspondent bank division and the 
business development department there. 
He is a past president of the Louisiana 
Bankers Association. 


So 


Aristides F. Armstrong has been 
named president of Banco de Ponce, 
one of Puerto Rico’s leading banks. He 
succeeds Pedro Juan Rosaly, who until 
his recent death had been connected 
with the institution for 32 years. 

Stockholders, directors and employ- 
ees of Banco de Ponce recently held an 
“in memoriam” ceremony at which an 
oil portrait of Mr. Rosaly was unveiled. 


eo 


New president of the Florida Bank 
at Orlando is Vice-President W. C. 
Ford, successor to Edward Ball who 
continues a director. Mr. Ford has been 
in the banking business for 29 years, 22 
of which have been spent with the Flor- 
ida National group of banks. He was 
with the Florida National Bank at 
Lakeland for 15 years. 

Other promotions at the Orlando in- 





stitution move O. P. Hewitt, Jr., to 
vice-president, and D. Keith Abele to 
assistant vice-president. 


e 


Edward J. Questa has been appointed 
president, W. W. Hopper moves up to 
chairman of the board, and E, J. Wait 
advances to executive vice-president of 
the First National Bank of Nevada ef- 
fective May 1. 

The new president-elect began his 
banking career in San Francisco in 
1921 as a teller in the Bank of America, 
and subsequently became a_ branch 
manager. He joined the First National 
Bank of Nevada in Reno as assistant 
cashier and was named a vice-president 
in 1938. Except for World War II 
service in the U.S. Navy he remained 
in the latter capacity until 1948 when he 
became a vice-president and Far East- 
ern representative of Bank of America, 
It is from this post that he rejoins the 
Nevada institution. 

Mr. Hopper, president since 1937, will 
continue to be active as board chair- 
man. Mr. Wait, for 10 years a vice- 
president, now becomes chairman of 
the finance committee as well as execu- 
tive vice-president. 


e 


B. F. Barnett is now president of The 
Citizens National Bank, Tyler, Texas, 
succeeding the 
late Henry M. 
Bell. Since 1949 
Mr. Barnett has 
been president of 
the Commercial 
National Bank 
of Shreveport, 
Louisiana, and 
before joining 
that institution 
was a_ senior 
vice-president at 
The First Na- 
tional Bank and Trust Company of 
Tulsa, Oklahoma. 

Currently Mr. Barnett is president of 
Robert Morris Associates, National As- 
sociation of Bank Credit Men. He was 
formerly president of the Missouri Val- 
ley Chapter of his organization. 


B. F. BARNETT 


5 


William Hillman’s controversial book, 
“Mr. President,” tells of Harry S. Tru- 
man’s early experience as a bank clerk. 
It recounts that he worked for the Na- 
tional Bank of Commerce in Kansas 
City, Missouri, at a salary of $75 a 
month. Mr. Truman comments in his 
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autobiographical notes that this was a 
very good salary in 1904. 


° 


John F. Graham, well-known agricul- 
tural representative of the Kentucky 
Bankers  Associa- 
tion whose activi- 
ties were cited in 
the January issue of 
Burroughs Clearing 
House, has become 
a vice-president of 
the Liberty Nation- 
al Bank and Trust 
Company of Louis- 
ville. He will be as- 
sociated with Vice-President F. C. Dor- 
sey in the management of the corre- 
spondent banks department. 





J. F. GRAHAM 


oe 


Myles W. Leep has been advanced to 
board chairman of The Bank of Com- 
merce, Milwaukee, and his successor 
as president is Carl G. Hayssen. 

Mr. Leep has returned to active man- 
agement of a paint manufacturing firm 
of which he is president. He had been 
president of the Bank of Commerce, 
formerly known as the State Bank of 
Milwaukee, since 1950. 

Mr. Hayssen has been president of 


the Northwestern Acceptance Com- 
pany since 1933, and also president of 
the Metropolitan Savings and Loan 
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| Firm, crisp, sparkling with quality, 
| the new WESTON BOND makes 
correspondence more impressive, 
sales letters more effective. You'll 
agree, this fine rag content paper 
is worth many times its modest 





certainly command attention! 


\ WESTON BOND Envelopes are made with GRIP-QUIK instant sealing flap gum 
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cost. WESTON BOND is made by 
Byron Weston Company, Dalton, 
Mass., leading makers of fine 
papers. Ask your printer to use it 
or write for sample book. Address 
Dept. BU. 
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Association since 1935. He plans to 
take an active part in the bank’s man- 
agement. 

° 


The City National Bank of Phila- 
delphia has merged with the Central- 
Penn National Bank, giving the latter 
institution more than $190,000,000 in 
total assets and- 10 offices. Among the 
City National officers who now occupy 
key posts in the consolidated bank are 
William H. Faas (former president), 
Arthur §. Herrington, Albert R. Grif- 
fin and Allan D. Ramsay, all named 
vice-presidents. Maurice E. Reeves is 
vice-president in charge of the trust de- 
partment, while Robert M. Boyd and 
John W. Pickard are assistant vice- 
presidents. 

s 


J. H. Lowe and H. C. Thomas are in 
joint control of the New Zealand opera- 
tions of the newly constituted Australia 
& New Zealand Bank Limited, which 
arose from the merger of the Union 











J. H. LOWE 


H. C. THOMAS 


Head New Zealand operation 


Bank of Australia Limited and the 
Bank of Australasia Limited. 

A former executive in the Union 
Bank, Mr. Lowe has just completed a 
term of office as chairman of the Asso- 
ciated Banks in New Zealand. Prior to 
the merger, Mr. Thomas was an execu- 
tive of the Bank of Australasia. 


5 


C. Edward DeRochie has been named 
vice-president and trust officer and as- 
signed to new duties at Bank of Amer- 
ica’s head office in San Francisco. Pre- 
viously Mr. DeRochie served as trust 
officer in charge of the bank’s San 
Diego trust district for the past ten 
years. 

Jerome T. Bowden has been advanced 
to trust officer at the bank’s head office, 
and will now supervise the activities of 
the private trust division of the bank’s 
trust department in Northern Cali- 
fornia. 

e 


Following the death of F. Charles 
Schwedtman, retired vice-president of 
the National City Bank of New York, 
it was revealed that he had bequeathed 
approximately $400,000 to the National 
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City Foundation. This is an educational 
trust fund of the bank providing spe- 
cialized training for selected staff mem- 
bers, and was founded by Mr. Schwedt- 
man in 1929, 


5 


Henry Verdelin, formerly vice-presi- 
dent of the Mutual Life 
Company of New 
York, has joined 
The San Fran- 
Bank as 
senior vice-presi- 
dent. 

His appoint- 
ment coincides 
with the retire- 
ment of Vice- 
President H. H. 
Herzer at the 
California insti- 
tution. Mr. Her- 
zer has been with the bank for more 
than 60 years, and will continue as a 
director. 

Mr. Verdelin has had extensive bank- 
ing experience, having been with the 
First National Bank of Minneapolis 
from 1917 until 1940. He served as na- 
tional president of the American In- 
stitute of Banking in 1936-37. 

At Mutual Life, Mr. Verdelin has 
tended to specialize in real estate in- 
vestments and has headed the Com- 
pany’s national mortgage program. 


Insurance 


cisco 





H. VERDELIN 


e 


Formerly a vice-president, John M. 
Winterbotham, Jr., has been advanced 
to the presidency of the First National 
3ank of Galveston, Texas. Fred W. 
Catterall, president since 1931, is now 
chairman of the board. Born in Eng- 
land in 1865, he has been with the bank 
43 years. 

o 


Irving Trust Company in New York 
City has announced 











the promotion of 
Frank E. Conant 
from assistant vice- 
president to vice- 
president. Mr. Con- 
ant will be = in 
charge of the bank’s 
new branch office at 
39th Street and 
Madison Avenue 
which is expected to be opened early 
this Spring. 











F. E, CONANT 


® 


rhe Security-First National Bank of 
Los Angeles now has 138 branches, fol- 
lowing acquisition of the four offices of 
The Southern County Bank which 
headquartered at Anaheim, California. 
R. Foster Lamm, who had been presi- 
dent of the $14,000,000 institution, is 
now a vice-president of Security-First, 
while James B. Griffith, cashier of the 
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President Aleman Dam brings new life 


to Mexico's Butterfly Basin 


FOR centuries, the gentle name of 
the Papaloapan (Butterfly) River Basin 
in lower Mexico has been bitterly ironic. 
Its frequent floods spread disease and 
destruction from mountains to Gulf. 
Because the soil was rich, men have 
always lived there, though gambling 
with the water. But they have always 
lost. Of nearly a million people in the 
basin in 1947, only 2 in 10 owned shoes, 
only 3 in 10 could read and write. Aver- 
age life in many localities was only 29 yrs. 


Now, that dismal basin has become a 
Promised Land. Under direction of the 
Comision del Papaloapan, old towns 
have new life. Land has been reclaimed. 
Settlers and investors flow in. When 
completed in 1953, the President Ale- 
man Dam, largest in Latin America 
and keystone of the vast $300,000,000 
reclamation program, alone will: (1) 
Prevent floods which cause almost 
$600,000 damage annually. (2) Straight- 
en and deepen the river, doubling water 
capacity and improving navigation. (3) 
Generate 150,000 kw. for household and 
industrial power. (4) Store 8500-million 
cubic yards of water to irrigate about 
300,000 acres of arid wasteland. 


The dam will actually be two giant 
earth and rock walls. The first, called 
**La Cortina’’, will shut off the flow of 


the Tonto River at Temazcal, the 
second, known as ‘‘El Dique’’, will close 
a pass through the mountains, 1 miles 
north of La Cortina. 


Constructora “El Aguila” assigns 
6,700,000 yds. to 32 LeTourneau units 


Earthmoving for both is being handled 
by Constructora *“‘El Aguila’’, S. A. of 
Mexico, D. F. Their 32 LeTourneau 
rubber-tired machines which were drive- 
en to the job, are handling 57% of the 
total 12 million cubic yards to be move- 
ed. Some came 1130 mi. through high- 
way traffic from Laredo, Texas, in 68 
hours, total driving time. 


In discussing the operation, Jose Ber- 
tran Cusine, president of the firm, said, 
**We are very much satisfied with the 
performance of our Tournapulls and 
Tournadozers. They’re the best earth- 
moving equipment we own. For rock 
work, our Tournarockers are excellent. 
With them, we increase the amount of 
rock moved and lower our costs.”’ 


For your loans, rate LeTourneau own- 
ers as preferred risks. They complete 
jobs faster, at larger profit, with better 
assurance of future employment. 


R. G. LeTOURNEAU, Inc. 


Peoria, IIinois 
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IN SAN FRANCISCO . . . The Pacific National Bank writes: ‘‘The IN BUFFALO . . . Manufacturers and Traders Trust Company #PALM 8 
















new Burroughs bookkeeping machines have been in service long stalled its first new Burroughs bank bookkeeping machinesfag an 
enough now for us to be able to appraise the many new features, little over a year ago. That the results are “very satisfactory’ P's th 
and we are very well satisfied.” The bank also mentions reduced evidenced by the fact that the bank has ordered additiomk” wit 
operator fatigue, and the fact that bookkeeping employees like machines for future use. The bank reports specifically that, “‘easi ble fo 


the improvement. ““They, too, are very well satisfied ... as evi- key depression and form alignment together with the simplif#rage o 
denced by their attitude toward the work.” In addition, the bank single-function motor bars have reduced operator fatigue agater e 
expresses its satisfaction with the way these new machines were posting errors. The dual platen which permits the listing of mulfti¢ con 
installed with a minimum of interference with its normal program. ple checks has increased the efficiency of the posting operatios ysical € 
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PALM BEACH ... The First National Bank ‘“‘wouldn’t think of 
ing any other bookkeeping machine than Burroughs.” The 


k’s three latest models have given the department that “new 
k” with a “big lift” in efficiency. With faster form handling, 
ble form headings and alignment, the new Burroughs is an 
rage of 16 per cent faster on ledger and statement production. 


pater ease and simplicity of operation, maximum use of auto- 


ic controls, and “feather touch” motor bars materially reduce 


sical exertion required to operate the new Burroughs. 


Bankers all over America write to tell us 
how this new Burroughs has speeded up 
bookkeeping, conserved effort, and improved 
accuracy —benefits that mean dollars and cents 
saved every day. 


The new Burroughs bank bookkeeping 
machine is designed and built to meet modern 
banking’s need for greater efficiency. The 
many carefully designed features that have 


put this machine way out in front in accept- 
ance among banks are the direct reflection of 
bankers’ recommendations and needs. 


Burroughs, with its skilled and experienced 
technicians, can show you how your bank can 
profit by the improved bookkeeping operation 
possible with this great new machine. Call 
your Burroughs man now, or write Burroughs 
Adding Machine Company, Detroit 32, Mich. 


WHEREVER THERE’S BUSINESS THERE’S Burroughs 


April, 1952 
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former bank, has been named an as- 
sistant cashier. 


+ 


Following the death of President 
Clarkson P. Stelle, The First National 
Bank of Highland Park (New Jersey) 
has elected Harry M. Drake as chair- 
man of the board, Fred W. DeVoe as 
president, and George W. Miller as 
vice-president. 


o 
From assistant vice-president, Ed- 
mund W. Madden has been named 


a vice-president by 
Manufacturers 
Trust Company, 
New York City. He 
is in charge of the 
Borough Hall of- 
fice, in the heart of 
Brooklyn’s business 





center. He joined 

Manufacturers in 
E. W. MADDEN , 

1931 when it took 
over the former Brooklyn National 
Bank. 


& 


A new Association of Bank Agricul- 
tural Representatives has been formed 
in the Fifth Federal Reserve District. 
It is believed to be the first group of 
its kind, and the announced purpose is 








to “coordinate, disseminate and mate- 
rialize information, suggestions and 
ideas relative to purposes and practices 
of bank farm departments.” 

The association’s first president, 
chosen last month, is James Bishop, Jr., 
assistant vice-president and manager, 
farm service department, Bank of 
Greensboro (North Carolina). Vice- 
president is Russell L. Upshaw, vice- 
president, Campbell County Bank, 
Rustburg, Virginia. Secretary-treasurer 
is Stuart P. Fishburne, farm relations 
department, Federal Reserve Bank of 
Richmond. 

The first annual meeting will be held 
August 4-5 at Waynesville, North Caro- 
lina. There will be no formal addresses 
but an informal exchange of problems 
and ideas. 

° 


The following official changes and 
promotions have been announced by 
American Trust Company, at its head 
office in San Francisco: 

Carl J. Benson, previously assistant 
vice-president, and for the past two 
years identified with the commercial 
loan division, head office, has been ad- 
vanced to vice-president and manager 
of the Savings Union office, in down- 
town San Francisco. 

Roy L. Barber, who has been vice- 
president and manager at the Savings 
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A. T. MATTHEW 


Cc. J. BENSON 


Advanced to vice-presidents 


Union office, will join the commercial 
and savings departments at the head 
office, as a vice-president. 

Charles C. Simons, vice-president, 
has been assigned to new duties as 
vice-president and manager of the 464 
California Street office. 

Andrew T. Matthew, assistant vice- 
president, has been advanced to vice- 
president at the 464 California Street 
office. 

Additional head office promotions in- 
clude Donald L. Hills, advanced to as- 
sistant vice-president, commercial loan 
division; Frank S. Litchfield, assistant 
cashier, bond department, and L. W. 
Thomas May, assistant cashier, month- 
ly payment loan department. 


a 


Burton A. Miller has joined The Na- 
tional City Bank of 
Cleveland as a vice- 
president in the in- 
vestment division 
of the trust depart- 
ment. For 21 vears 
he has been with 
Scudder, Stevens & 
Clark of Boston, in- 
vestment advisers 
and counselors, and 
was head of the department analyzing 
investment programs. 





B. A. MILLER 


e 


At the Haverhill (Massachusetts) Na- 
tional Bank, Norman T. Shepherd has 
been advanced from assistant  vice- 
president and comptroller to vice- 
president and comptroller. Two other 
assistant vice-presidents, Harold L. 


_ Johnson and Charles H. Stevens, have 


also been upped to vice-presidents. 


e 


An assistant auditor since 1946, Morris 
A. Engelman has been promoted to 
auditor by Bankers Trust Company, 
New York City. 


° » 


Jack Burton and Norman Welch 
have been upped to assistant vice- 
presidents at the Trust Company of 
Georgia, Atlanta, while Ray Whilhoit 
has advanced to trust officer. Miss Hes- 
ter May Walker, named an assistant 
trust officer, becomes the second 
woman officer in the bank’s history. 
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Have Customers Coming to Texas? 
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eat 
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William F. Gwyn and W. Ray Robert- 
son were recently appointed assistant 
secretaries. 

= 


George A. Friedle, manager and head 
of the consumer 
credit department, 
The Public Nation- 
al Bank and Trust 
Company of New 
York, has been pro- 
moted to vice-presi- 
dent. William 
Cohen, assistant 
manager, is now an 
assistant vice-presi- 
dent. Also in the department, A. D. 
Cella, G. A. Evans and F. Korinek are 


now assistant cashiers. 





G. A, FRIEDLE 


e 


Formerly § assistant vice-president, 
Howard W. Hinterthuer has been 
elected cashier of the National Manu- 
facturers Bank of Neenah, Wisconsin. 
J. F. Gillingham, vice-president and 
cashier, has retired after 47 years at the 
bank. 


* 


The Farmers and Merchants National 
Bank of Los Angeles has advanced to 
vice-presidents Oscar T. Lawler, A. M. 
Gaines, A. E. Oliver and John M. Hunt. 


Promoted to assistant vice-presidents 
are L. Figueroa, R. Hellmuth, Walter 
M. Scott, J. F. Holland and Howard C. 
Kerr. Named assistant cashiers: J. E. 
Trott and George Clark. 

Promotions in the trust department 
are: N. F. Wheeler and J. C. Wright 
to vice-presidents and assistant trust 
officers, M. Freis to assistant vice-presi- 
dent and assistant trust officer, W. H. 
Ferris to assistant trust officer. 


e 


From president, Charles J. Monroe 
has become chairman of the board, 
Industrial State Bank of Kalamazoo 
(Michigan). Charles E. Finley, for- 
merly executive vice-president, is now 
president. 

° 


Formerly cashier of the Citizens 
Bank at Cookeville, Tennessee, D. R. 
Buttrey has been named cashier at the 
well-known First National Bank of 
Clarksville, Tennessee. Roy B. Broster, 
who has been vice-president and cash- 
ier, continues as vice-president. 


* 


Joe Snyder, assistant vice-president 
of Manufacturers Trust Company, New 
York, is shown above in well-known 
company. She is Mrs. Andrea Mead 
Lawrence, famous American skier, and 
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A banker and a skier 


the setting is the Olympic games in 
Oslo, Norway. 
+ 


Robert M. Mills, formerly assistant 
vice-president in the banks and bankers 
department at the National Bank of 
Commerce in Seattle, has been moved 
up to vice-president. He is director of 
the Pacific Coast School of Banking. 

R. P. Ellick is now trust officer, E. M. 
Hansen assistant trust officer, and the 
following are assistant cashiers: E. C. 
Shannon, U. E. Schmitt, H. O. Schlag, 
R. W. Johnson, J. B. Dillon, J. H. 
Horgdal, and V. W. E. Francke. 


e 


Albertus Taapken has been named an 
assistant vice-president in the foreign 
department, at the 
head office of The 
Anglo California 
National Bank of 
San: Francisco. 

A native of Hol- 
land, Mr. Taapken 
was associated from 
1936 to 1951 with 
the Nationale Han- 
delsbank, N.V., a 
Netherlands banking institution. In 
that time he served in its branches at 
Bombay, Calcutta, Manila and Singa- 
pore. He joined the Anglo Bank staff 
in August of last year. 


A. TAAPKEN 


> 


Henry B. Clay, a national bank ex- 
aminer since 1946, has joined the First 
National Bank in Houston, Texas, and 
will be a vice-president in the corre- 
spondent bank division. 

. 


Edgar A. Beck has been promoted to 
vice-president at the State Bank of 
Fraser (Michigan) and Franklin W. 
Schmidt elevated to cashier. 


e 


Waldemar J. Neumann, an attorney, 
has been elected secretary of The Lin- 
coln Savings Bank of Brooklyn, suc- 
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It’s a cold fact that embezzlers 
go for big sums these days. 





To find the recently revised 
suggested amount of Bankers’ 
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ceeding George H. Doscher who has 
been with the bank for more than 60 
years. 


a 


At Atlanta offices of The Citizens 
and Southern National Bank, Eugene 
E. Jones has been elevated to vice- 
president in the instalment loan de- 
partment; Mrs. Evelyn Worley has 
been advanced to assistant vice-presi- 
dent, being the first 
woman to attain 
this rank in the 
bank’s 65-year his- 
tory; Thomas E. 
Cook and Leo L. 
Rainey, Jr., are now. 
assistant cashiers. 
William H. Lowe, 
Jr., has moved up to 
assistant cashier at 
the Augusta office, Allan E. Smart to 
auditor in Valdosta. 


E. WORLEY 


” 


Ralph H. Thomson, formerly an 
assistant vice-president, has been ap- 
pointed deputy comptroller at The Na- 
tional City Bank of New York. 

. 


Franklin V. Barger is now vice-presi- 
dent in charge of the mortgage loan 
activity at The Ohio Citizens Trust 


Company, Toledo, Ohio. Robert L. 
Knight has been promoted to assistant 
vice-president and trust officer, W. S. 
Miller to assistant secretary and trust 
officer, W. I. Webb III to assistant sec- 
retary. 


& 


George J. Watts, well-known in 
financial public relations circles, has 
joined the Republic National Bank of 
Dallas as an assistant vice-president. 
He comes from Philadelphia, where he 
was assistant vice-president of the 
Girard Trust Corn Exchange National 
Bank. 

. 


Clinton W. Bishop has sold his stock 
interest and resigned as president of 
the America State Bank, Brentwood, 
Missouri. His successor is Harry W. 
Dornan, formerly first vice-president, 
now in his 40th year with the bank. 


* 


A loaning officer, Dan E. Dorman, 
has been promoted to vice-president by 
the Bishop National Bank of Hawaii 
at Honolulu. 


° 


Henry J. Winn has advanced to vice- 
president and senior trust officer at the 
First National Bank, Greenville, South 
Carolina. C. M. Gaffney, is trust officer, 


H. J. Winn, Jr., has been renamed assis- 
tant cashier and promoted to auditor, 


e 


Newly elected vice-presidents at the 
United States National Bank of Port- 
land (Oregon) are 
Herbert Ambler, 
P. L. Metschan 
and L. C. Smith. 
Those advanced 
to assistant vice- 
presidents include 
M. C. Barcus, 
T. A. Crowe, C. H. 
Labbe, L. G. Lloyd 
and S. H. Make- 
lim. Staff members 
named assistant 
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Cuts your 
mailing costs 
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it never 
tires... 


it never 
perspires 


The INSERTING & MAILING MACHINE 


The dry, steel fingers of the Inserting and Mailing 
Machine always are nimble and spotless. This Ma- 
chine never suffers from 4 o’clock fatigue. It per- 


forms seven labor-saving operations in snappy 
sequence, never a snafu. Three or four so-called 
“mailing” machines wouldn’t combine its magical 
multiple operations. Press the button and in 10 
hours you can get out 50,000 mailings, 6 inserts 
each, for example. The Inserting and Mailing 
Machine does the work of 12 to 20 clerks and gets 


the mail out 20 times faster. 


$ee a Test Run of one of your own mailings. Write for 
the facts and Newest Methods in Mailing Procedure. 


Connecticut Mutual Life 
Insurance Company 


Writes: “Over a million 
collection items a year, 
are quickly and efficient- 
ly inserted, jobs which 
formerly took a battery 
of clerks to perform, sav- 
ing us a great deal of 
time and money.” 


NEW JERSEY 











H. AMBLER L. C. SMITH 
Promoted at Portland 


cashiers are T. L. Jones, J. F. Otto, 


A. S. Sirianni, E. J. Schmitz and L. R. f 


Fisher. 


+ 


Vice-President Coleman L. Isaacs 
has been promoted to the new post of 
manager of the public relations depart- 
ment at Lincoln National Bank and 
Trust Company, Fort Wayne, Indiana. 
He will continue as supervisor of the 
consumer credit department. 


e 


The Groos Na- 
tional Bank of San 
Antonio has ad- 
vanced Ernest M. 
Groos, Jr., from as- 
sistant cashier to 
vice-president. He 
is the son of the 
president of the 
bank, and a grand- 
son of the founder. 


E. M. GROOS, Jr. 


Alton W. Schweers has been elected an | 


assistant cashier. 


oa 


A. Bruce Cody has been named assis- 
tant secretary of The Southern Ohio 
Savings Bank and Trust Company, 
Cincinnati. 


@ 


Five new vice-presidents have beef 
named at the Walker Bank and Trust 
Company, Salt Lake City, Utah. They 
are C. C. Rampton, W. J. Fitzpatrick, 
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and other financial institutions, 
and makes its services readily 
available to them through more 
than 9,000 experienced local 


representatives. 


Bankers and Brokers Blanket Bonds 
Savings and Loan Blanket Bonds 
Court and Fiduciary Bonds 
Lost Securities Bonds 
Burglary, Robbery, and Forgery Insurance 
Safe Depository Liability Insurance 
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FIDELITY and DEPOSIT 


COMPANY OF MARYLAND 
Founded 1890-Baltimore. Mad. 





AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 








| C. M. Mortensen, J. B. Christenson and 


V. Mackay. 

Promoted to assistant vice-presidents 
are A. B. Kesler, Jr.. A. M. McDonald, 
F. J. Cowan, A. G. Zenger and P. J. 
Schettler, who was also elected trust 
officer. 

H. J. Kemp is now a trust officer, E, 
Simister and D. Stark assistant cashiers, 
O. L. Larson auditor. 


e 


Lowell A. Kuebler, formerly an as- 
sistant vice-president and trust invest- 
ment officer, has been elevated to vice- 
president by the Seattle-First National 
Bank and assumes new duties as a 
loaning officer. Richard E. Bangert has 
been raised to assistant vice-president 
and continues to head the crédit de- 
partment. 

. 

The Lafayette National Bank of 
Brooklyn announces 
the election of 
Charles Kitlitz as a 
vice - president. He 
has been in banking 
since 1929, joined 
the Lafavette Na- 
tional 12 vears ago, 
and before his re- 
cent promotion was 











C. KITLITZ an assistant vice- 
president. 
o 


Otto H. Preus has been promoted to 
vice-president in the department of 
banks and bankers, by the Marquette 
National Bank, Minneapolis, Minne- 


sota. 
+ 


Following are some of the _ noite- 
worthy personal anniversaries in bank- 
ing ranks: 

Some 1,600 friends throughout the 
Northwest helped Frank and Ralph 
Wortman, president and vice-president. 
respectively, of the First National Bank 
of McMinnville, Oregon, celebrate their 
50th year of working together in the 
same family bank. The institution was 


originally organized in 1883 by their: 


grandfather, passed on to their father, 
and Frank and Ralph have trained their 
children to carry on for the fourth gen- 
eration. 

Their “first” 50 years in banking is 
only one of a long list of “firsts” for 
the Wortman pair. Their 1901 steam 
Locomobile, the first brought into the 
county, is still going strong and is a 
family trademark. The two _ brothers 
also had the first motorcycle and the 
first airplane in the county. 

Invitations to the golden jubilee 
showed the two men of finance seated 
in the venerable Locomobile, and the 
car was the motif on souvenir glasses 
and napkins. Attendants at the recep- 
tion were decked out in early century 
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R. WORTMAN F. WORTMAN 


30 years in family bank 


costumes and a quartet sang old-time 
songs. 

The brothers Wortman like the bank- 
ing business, and “think they’ll stick 
with it.” 

. 


The South Texas National Bank of 
Houston has expressed its tangible ap- 
preciation for the 50 years of service 
rendered by John Dreaper, vice-presi- 
dent and trust officer. He has been 
given a three-month leave of absence 
with pay. ‘“He’s always wanted to visit 
a certain spot in Ireland,” states E. F. 
Gossett, board chairman, “so we’ll make 
that possible along with his trip to Eu- 
rope.” Mr. Dreaper explains that he has 
long desired to see Carlinghford in 
County Louth where his father was 
born. 

© 


This marks the 50th year in the bank- 
ing career of F. Raymond Woolfenden, 
assistant cashier of The Birmingham 
(Michigan) National Bank. At an in- 
formal social hour he received a gift 
from the staff. 

* 


J. Don Welch, who rose from bank 
messenger to president of The Manu- 
facturers National Bank of Troy (New 


York) was honored last month at a 


surprise party on the occasion of his 
45th anniversary with the institution. 


6 


Miss Aurelia Torres was honored at 
a dinner celebrating her 30th anniver- 
sary with Banco de Ponce, Puerto Rico, 
of which she is an assistant vice-presi- 
dent. 
. 


‘ellow officers and associates of the 
United States National Bank of San 
Jiego (California) recently joined in 
honoring Joseph Palmer, vice-presi- 
ent, on his 25th year with that insti- 
tution. Highlight of the testimonial 
dinner was the presentation of a watch. 
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e «. and this puts me on firm ground 


A bank, when it backs the business activities of a customer, is exercising 
a very necessary function in the economic picture. No less necessary 
to modern business is the important function of the safety papers used 
for bank checks and other negotiable documents. And it is a matter of 
pride with us that for over 80 years the quality and safety features of 
La Monte Check Papers have been so well received by the banking and 
business world. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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CANADIAN BANKING 








Bank Opening Promotion 

Canadian banks have in the past 
few years opened a large number of 
branches as cities and towns have 
developed in Canada’s vast postwar 
industrial expansion. Each year there 
has been a greater competition -for 
banking business as the number of 
branches grew, and, as a result, there 
has been developing a new phase of 
Canadian bank public relations. This 
centers on the promotional material 
used for the opening of new branches. 

At one time it was customary for 
Canadian banks merely to publish in 
the local newspaper a simple announce- 
ment of the opening of a new branch. 
Today announcement of a new branch 
may begin as early as six months to 
a year prior to the actual branch open- 
ing. This is done in several ways, by 
a sign at the new branch bank site, by 
advertisements in local publications 
announcing that the bank plans at 
some early date to open a branch, or 
by a survey of an area in which a 
branch is to be opened. 

If the new branch office is being 
opened in a suburban or new industrial 
area of a large city, most Canadian 
banks today will receive an editorial 
story on the new branch in local publi- 


An important phase of 


By JAMES MONTAGNES 


cations. The post office is used to de- 
liver to every home a colorful, branch 
opening announcement, sometimes with 
a picture of the branch manager. The 
announcement lists the many services 
available at the new branch. Where 
lists of residents are available, letters 
personally addressed to people in the 
area are sent out by the new manager. 
This is further followed up by per- 
sonal calls. 

A few days before the opening of 
the branch, large newspaper space is 
used to announce the event. This is 
done in different ways by different 
banks, a number recently using pic- 
tures and names of the staff who will 
wait on the customers at the new 
branch. In small or suburban com- 
munities, the local paper often will 
publish a special edition giving much 
information about the bank, its his- 
tory, its staff, and the facilities and 
construction of the new building. 

In the past year there has been 
growing a custom of having informal 
receptions in the bank following bank- 
ing hours or on Saturday afternoons. 
These receptions are part of the official 
opening ceremonies when the local 
civic officials cut the ribbon at the 
door. Usually officials from the bank’s 


head office attend these ceremonies. 
The public is invited, given a tour of 
the bank premises and later served 
refreshments. 


4 e e 


Fast Communications 


A number of Canadian banks operate 
their own telegraph departments with 
leased wires from telegraph companies. 
Details on the operation of one of these 
telegraph departments were contained 
in the dividend folder of the Bank of 
Montreal, covering dividends issued on 
March 1. 

The Bank of Montreal’s head-office 
telegraph department has a staff of 
nine and during 1951 handled over 
160,000 telegrams and cables. At Mon- 
treal the bank operates four teletype 
machines and four electric typewriters 
for coding and de-coding messages 
from the bank’s regional offices at New 
York, Ottawa, Toronto, Winnipeg, 
Regina, Calgary and Vancouver. At 
all these points, staffs are maintained 
to operate the wires and process the 
material in the same manner as at the 
head office. A branch near any office 
on this private wire system also bene- 
fits in efficiency and economy by send- 


public relations: Getting the new branch off to a good start 
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ing messages on the public wire sys- 
tem to the nearest one of these regional 
offices. 

At the head office pneumatic tubes 
connect the telegraph department with 
all the important offices in the bank 
and an average of 12 to 15 copies of 
each wire is made in one typing on the 
specially designed machines for quick 
distribution to those likely to be inter- 
ested. 

The bank’s telegraph department 
also looks after the bank’s private 
telegraphic code, amending it con- 
stantly and keeping it up-to-date with 
such technicalities as codes, ciphers, 
rates, tariffs, routings and regulations. 
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Bank of Canada Report 
Due partly to larger holdings of 

investments and partly to a higher 

average interest yield on investments, 
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the government’s Bank of Canada re- 
port for 1951 shows profits at $24.2 
millions, up $4.3 millions from 1950. 
Total assets of the government’s bank 
stood at $2,444 millions as compared 
to $2,350 millions in 1950. 

In his statement to the Canadian 
government, Bank of Canada Governor 
Graham Towers reported on the infla- 
tionary trend, the steps taken by the 
Bank of Canada and the ten chartered 
Canadian banks to halt the inflationary 
pressures, and on credit curbs put into 
operation in 1951. He also reported 
on Canada’s international trade, gold 
and dollar reserves. There were no 
predictions for 1952. 

Reviewing credit curbs Mr. Towers 
stated that meetings with representa- 
tives of the chartered banks early in 
1951 found the banks in agreement 
with the suggestion that further 
expansion in total bank credit is un- 
desirable under existing conditions. 
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To prevent such a development the 
banks undertook a more rigorous 
scrutiny of applications for credit with 
a view to curtailing advances for less 
essential purposes and to encourage 
borrowers to go to the security market 
or elsewhere for their capital require- 
ments. After allowing for seasonal 
increases in temporary advances to 
purchase grain and Canada Savings 
Bonds, there was an appreciable de- 
cline in bank credit during the last 
nine months of the year. There was 
also a decline in bank holdings of non- 
government investments which in 
many cases presumably meant that 
borrowers had turned towards the 
security market for their require- 
ments. Loans to industrial borrowers, 
the category which would include loans 
associated with defense industry, con- 
tinued to rise during the year. 

The Bank of Canada on Dec. 31, 
1951, had a staff of 1,186 as compared 
with 1,342 at the end of 1950. This 
decrease was due largely to further 
simplification in procedures in the bank 
and the Foreign Exchange Control 
Board. Since then the FECB has been 
disbanded. 


Personnel 


James Muir, president of the Royal 
Bank of Canada, has been elected a 


vice-president of the Montreal Trust f 


Company, headquarters Montreal. 


D. E. Kerlin, manager of the Toronto — 


office of the Montreal Trust Company, 


has been appointed assistant general f 


manager of the company at its head 
office at Montreal. 
Toronto is R. K. Johnston, formerly 


manager of the Vancouver office of the 


organization and for the past 25 years 
in trust company business. 

E. S. Bray has been appointed as 
superintendent of the Bank of Toronto 
at its head office at Toronto. Other 
executive changes at the Bank of 
Toronto announced recently 


Quebec and western Canada. 


C. L. Walker, formerly manager of f 
the Toronto branch of the Royal Bank f 
of Canada, has been appointed to the ff 
head office of the Bank at Montreal for ff 


special duties. He 
Toronto by D. S. Anderson, previously 
manager of the Calgary branch. W. A. 
Hyndman, manager of the Edmonton 
branch since 1946, has been appointed 
manager at Calgary. 

John H. F. Turner has been ap 
pointed an assistant general manazel 
of the Bank of Montreal at its Mon- 
treal head office. 
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THE BOOKLET COUNTER 











These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead lo 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











The Money Market. . . This an- 
nual publication, full title, “United 
States Government Securities and the 
Money Market,” is published by the 
bond department of Bankers Trust 
Company, New York City. A review 
of the market in 1951 and the outlook 
for 1952, this valuable booklet offers 
a readable and well-illustrated resume 
of developments in the market, such 
as the important change in Federal 
Reserve policy during 1951. 


Commercial Banking . . . A re- 
print of a recent address by Harold H. 


' Helm, president, Chemical Bank & 


' Trust Company, New York City, this 


booklet discusses several timely as- 


' pects of commercial banking, such as 


tax problems, 


' and bad debt reserves. 
merly F 


Trust Promotion . . . This booklet 
shows “Which Oysters have _ the 
Pearls” or which elements of the pub- 


' lic are the most likely prospects for 
| trust department services. A number 
| of suggestions on. how to solicit new 
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trust business are given. 


Duplicating... This brochure de- 
scribes the Copyflex Process, a quick, 
convenient method for making copies 


typed or printed. 


How to Profit through Tax Ex- 
emption ... Designed specifically for 
persons with a taxable income of $12,- 
000 or over, this booklet discusses the 
Savings possible through the purchase 
of municipal and other tax-exempt 
bonds, including an interesting table 
that Shows the yield necessary from 
taxable investments to equal the lower 
yield of tax-exempt securities in vari- 
ous price brackets. 


Safe Deposit Promotion ... A 


Sample packet of promotion aids on 
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safe deposit rental is offered by the 
Herring-Hall-Marvin Safe Co. The 
packet includes copies of six colorful 
folders and the proofs of six news- 
paper ads that may be ordered to pro- 
mote safe deposit facilities. 


Real Estate Forecast for 1952... 
Each year, the Society for Savings in 
Cleveland invites well-informed real 
estate analyst Roy Wenzlick to forecast 
coming real estate conditions before a 
group in that city. This outstanding 
booklet is a reprint of Mr. Wenzlick’s 
address. Well-supported by data from 
the past and by future projections, Mr. 
Wenzlick foresees a temporary plateau 
leading to the inevitable depression in 
real estate values in the later part of 
the decade, with an unprecedented real 
estate boom promised for the 1960’s. 
Regardless of the ultimate validity of 
Mr. Wenzlick’s conclusions, his re- 
marks are of immediate interest, not 
only to the banker, but to the average 
property-holder. 


Credit Where Credit Is Due... 
An institutional publication, designed 
to encourage the use of consumer cred- 
it, this booklet discusses the role that 
credit can play in the life of the aver- 
age citizen. The promotional message 
emphasizes the activities of consumer 
finance companies in New York State. 


Report to the Staff... An annual 
report, slanted directly toward the 
bank’s employees, is issued yearly by 
the American National Bank and 
Trust Company of Chicago. This staff 


Slanted to employee interests 
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report contains much of the informa- 
tion included in the regular stock- 
holder’s report, but the emphasis is 
on facts and figures of primary inter- 
est to the employee. This booklet offers 
a good model of a good idea. 


The Farmer’s Handy Helper... 
An ideal country bank premium, this 
fat booklet contains 118 pagesand 1001 
suggestions for saving work, time and 
money around the farm. Packed with 
tips on subjects such as livestock han- 
dling, farm machinery and equipment, 
fields and pastures, and shop hints, 
this booklet is a surprisingly inexpen- 
sive bank gift for farm customers. 
Free copy for review on request. 


Paper Quality ... Entitled “How 
to get Greater Service and Value from 
your Records and Letters,” this book- 
let contains an interesting section on 
the relative merits of wood and cotton 
fibre papers. Also lists important qual- 
ities of many different papers designed 
for many different uses. 


Cotton and Cotton Futures... 
This booklet gives a condensed story of 
cotton, its production, merchandising, 
processing and distribution of the 
finished materials. It also explains the 
functioning of a futures exchange and 
the basic principles of hedging, in- 
cluding examples of “hedges” used by 
the producer, merchant and the mill. 


Balancing the Statement... Here’s 
how to do it easily, asserts this simple 
customer giveaway folder. The leaflet 
lists a four-step method of verifying 
the checkbook balance, plus tips on 
keeping bank records up to date. 


Trees Forever ... A picture story 
of the development and growth of the 
industry-encouraged Tree Farm pro- 
gram which, in the past decade, has 
spread to 29 states. Many bank credit 
departments have found tree farm fi- 
nancing a worthwhile venture and are 
strongly supporting the movement 
within their areas. 


The Nation’s Wood Supply... 
This colorful booklet gives an inter- 
esting picture of the progress that has 
been made in the direction of balanc- 
ing the rate of wood consumption and 
destruction with replenishment and 
new growth. In addition to being of 
general interest value, the booklet may 
show bankers many opportunities for 
public relations activity in conjunction 
with the booming tree-farming and 
keep-green-states movements. 
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MONEY-SAVING WAY 
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Banks all over the country are discovering that the Burroughs Sensi- 
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matic way is the most efficient way to post savings passbooks and 
ledgers. They’ve found that this amazing, automatic machine reduces 


posting operations, increases teller efficiency, and provides better 
customer service. 


The Burroughs Sensimatic handles either Unit or Dual posting plans 


with equal ease. It operates easily, quickly and accurately to save 


you time, effort and expense—and you'll be surprised at its moder- 
ate price. 


See the Burroughs Sensimatic window posting machine in oper- 
ation today. When you see the Sensimatic at work, you'll recognize 
that it’s an investment that will pay the highest returns. 
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Burroughs 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Cheek Fraudulently Raised 
by Employee 

Florida has joined the roll of states 
favoring the bank in the division of 
authority on whether a bank is abso- 
lutely liable on a check, or whether, 
when one of two innocent persons must 
suffer from the tortious act of a third, 
he who gave the aggressor the means 
of doing the wrong must bear the con- 
sequences of the act. 

A retail clothier employed an ac- 
countant who had access to the busi- 
ness check book and was authorized to 
write checks in his own handwriting 
leaving nothing to be filled in but the 
signature. 

Each check in the check book had 
printed on its face the words: ‘Gold- 
smith’s. The Store for Men. 317 Clem- 
atic Avenue.’ At the place for the 
signatures were the words: ‘Goldsmith 
Brothers’, beneath which was a line 
for the signature. 

In April the accountant was directed 
to draw a check to himself in the 
amount of $10.10. He made out the 
stub in that amount, but placed the 
‘10.10’ far enough to the right to leave 
room for later inserting between the 
dollar mark and figures ‘10.10’ the fig- 
ure ‘21.’ He wrote the words: “Ten and 
10/100’ at the place on the check for 
the words but was careful to place 
them far enough to the right to leave 
room for later inserting the words: 
‘Twenty One Hundred’. The check in 
that form was handed to one of the 
partners who affixed his signature. 
Immediately thereafter he ‘raised’ the 
check by writing the figures ‘21’ in 
front of the figures ‘10.10’, and the 
words ‘Twenty One Hundred’ in front 
of the words ‘Ten and 10/100’. Thus 
the check appeared to have been 
originally drawn for $2110.10, and 
without any notice of the change, this 
amount was charged by the bank 
against plaintiffs’ account. 

In August he repeated the stunt, 
taking $900 on that occasion. 

The Supreme Court of Florida 
pointed out that it was undisputed that 
the plaintiff depositors originally 
made it possible for their employee to 
raise the checks and there was nothing 
about said checks or the circumstances 
of their presentation for payment 
Which could possibly have placed the 
bank on notice that they had been 
raised. “It is too great a burden to 
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place upon a bank the duty to discover 
that a check has been raised when the 
check has no indicia of such facts on 
its face and there are no suspicious 
circumstances surrounding its presen- 
tation to the bank for payment. Such 
determination does not square with 
our concept of simple justice and is 
not consonant with common sense and 
fair dealing.” (Goldsmith et al v. At- 
lantic National Bank of West Palm 
Beach, 55 Southern Reporter, 2d 
series, 804.) 
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Husband—wWife Account 

The desirability of an incisive writ- 
ten exposition of the nature of owner- 
ship of a bank account is further illus- 
trated by a Pennsylvania case holding 
that a bank account in the husband’s 
name really belonged to his wife. 

At the time of her marriage plain- 
tiff was 19 years of age. Her parents, 
in contemplation of her marriage to 
defendant, gave to her $5,000. There- 
after plaintiff and her husband to- 
gether attempted to deposit said sum 
in a joint savings account but were 
informed that because of plaintiff’s 
age such a joint bank account could 


not be opened at that bank. Thereupon 
plaintiff took the $5,000 to the home 
of her parents where she retained it. 
Subsequent thereto, but prior to the 
marriage, defendant induced her to 
go with him to another bank and place 
the $5,000 in an account in his name 
upon the promise that when she 
reached her majority he would trans- 
fer the account into joint names. In 
addition to the $5,000, plaintiff, prior 
to the marriage, also gave her husband 
$900 to be deposited in the same bank 
account in defendant’s name under 
the same promise that the account 
would be made a joint account upon 
her reaching her majority. Plaintiff, 
upon attaining the age of 21, requested 
her husband, the defendant, that the 
money be redeposited in their joint 
names. This he refused to do, claiming 
it was his as an Orthodox Hebrew 
dowry from her parents. 

Plaintiff, Anna, and defendant, Sam- 
uel, at the time of their marriage, re- 
ceived as wedding presents six United 
States government bonds aggregating 
$250. These were in the name of Anna 
and Samuel. Samuel had physical pos- 
session of these bonds. 

After about three years of married 
life Samuel sued for divorce. 
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The hearing judge concluded on the 
basis of the foregoing facts that the 
sum of $5,900 held by defendant was 
the sole and separate property of plain- 
tiff, but that the United States govern- 
ment bonds were jointly owned. That 
court held that the husband was hold- 
ing the property in trust for his wife 
until she reached her majority, and 
should pay interest thereon from the 
date of his refusal to apply the fund 
in accordance with his promise. 

The Supreme Court of Pennsylvania 
affirmed the Court below saying: 

“The transfer of money from the 
wife to the husband standing alone 
would have been attended with the 
legal presumption of a trust in her 
favor. This presumption arises by 
operation of law.” (Manstein v. Man- 
stein, 85 Atlantic Reporter, 2d series, 
150.) 

J o = 
Special” Account 

When is a special account a general 
account was a recent question before 
the Court of Civil Appeals of Texas. 

A dealer in farm machinery, after 
borrowing over a half million dollars 
from his bank over a two year period, 
had financial difficulties and his per- 
sonal account became overdrawn. 
Many checks were outstanding on 
which payment had been refused. 


Under these circumstances he opened 
the “H. C. Surghnor Special Account.” 
The word “Special” was used at the 
bank’s request so that all items would 
be routed over the desk of the Assist- 
ant Cashier. Mr. Surghnor drew on 
this account for the purchase of farm 
machinery as well as for other bills. 

One check in the sum of $2,625.00 
was given in payment of a farm trac- 
tor and payment refused by the bank 
on the ground of insufficient funds. 
The drawee sued the bank on the 
ground that where the depositor and 
bank agree that deposited money is to 
be used solely for a specific purpose 
the relationship created is not that of 
debtor and creditor, but that of prin- 
cipal and agent and title to the deposit 
remains in the depositor. 

Here, said the plaintiff, the purpose 
was for the purchase of farm equip- 
ment and the bank knew it. The bank 
contended it was a general account. 

The Court found that: 

The deposit in bank of domestic 
money is prima facie a general deposit 
and all deposits of money are general 
unless expressly made specific or spe- 
cial. Where depositor and bank agree, 
when a bank deposit is made, that de- 
posited money is to be used solely for 
a specific purpose, the bank must honor 
checks drawn on such account for pur- 
poses for which it was created so long 
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as funds deposited permit. 

“But here the evidence sustained a 
finding that it was a general account 
and not a special account despite its 
designation by the bank as special 
account, and bank was not liable for 
refusal to pay a check drawn by the de- 
positor upon such an account.” (Nar- 
rell v. First National Bank of Temple, 
241 South Western Reporter, second 
series, 361.) 
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Aceord and Satisfaction 

At the beginning of his letter the 
debtor said, “The enclosed is our final 
accounting,’ and at the close of a long 
itemization said, “I am enclosing my 
check for $296.61 which completes the 
business. . . .” The check made no 
reference to any finality; the Court 
held the transaction did not “com- 
plete the business.” 

Debtor, residing in Michigan, and 
creditor, residing in Georgia, went 
into a joint apiary venture. The latter 
sued in Michigan for monies due him 
and met the defense of accord and 
satisfaction; or, in the alternative, the 
requirement that the accord and satis- 
faction be rescinded and the monies 
paid be returned. Both the lower court 
and the Supreme Court of Michigan 
held the creditor suffered no disadvan- 
tage by endorsing the check as payee 
and retaining the proceeds. 

“An accord and satisfaction, being a 
contract, must be supported by a good 
or valuable consideration in order to 
be given effect... . 

“It is too well settled to require the 
citation of authorities that doing what 
one is legally bound to do is not a 
consideration for a new promise. ... 

“When the assent of the creditor is 
sought to be inferred from the accept- 
ance of a less sum than that claimed 
to be due, the fact that such amount 
is offered in full discharge of the 
whole claim must have been communi- 
cated to the creditor in some unmis- 
takable manner. Consequently, where a 
check is tendered, even though it ac- 
companies an account, if there is no 
expression of the condition that it 
must be accepted in full payment, the 
acceptance of the check does not con- 
stitute an accord and satisfaction, as 
no agreement to that effect can be 
implied from the transaction. So too, 
the mere payment by a debtor of an 
amount denominated ‘a balance’ upon 
an account rendered by him and its 
retention by the creditor do not con- 
stitute an accord and satisfaction.” 

Nor, since the defense of accord and 
satisfaction was not established, was 
appellee bound to tender return of the 
check or of its proceeds as a condi- 
tion precedent to bringing the instant 
suit. (Puett v. Walker, 50 North West- 
ern Reporter, 2d series, 739.) 
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PATMAN HEARINGS 


(CONTINUED FROM PAGE 31) 


bers agreed to look over the letters in 
private. 

The importance of the bankers’ let- 
ters is that they support the Douglas 
estimation of the effectiveness of mon- 
etary restraint as the traditional and 
legally intended method of regulating 
the relation of money supply to de- 
mand. He needed this support because 
he was not getting very much from 
the two top witnesses, Snyder and 
Martin. It was obvious that a majority 
of the Federal Reserve Board, during 
the months immediately after Korea, 
did not agree with the bankers and 
economists who insisted that interest 
rates be moved upward—and prompt- 
ly. 

Thus it was the theory of monetary 
controls that was on trial. As witness 
after witness came to the stand, ad- 
ditional new attitudes and appraisals 
came to light. But there was full agree- 
ment on one thing—that Senator 
Douglas had accurately pinpointed the 
issue by asserting, and inviting de- 
nials, that inflation would have been 
materially lessened if the Treasury- 
Federal Reserve accord had taken 
place many months earlier. 


HE witness who came closest to 

supporting the Douglas position 
was W. L. Hemingway, representing 
the American Bankers Association. 
The former president of the Associa- 
tion, now chairman of the executive 
committee of the Mercantile Trust 
Company of St. Louis, praised the pres- 


} ent cooperative relationship between 


the two agencies, one the lender and the 
other the debtor. He stated the opin- 
ion, however, that if the spirit of 


| cooperation should weaken, and it be- 


came necessary for either the Treas- 
ury or the Federal Reserve to yield 
to the other, the Federal Reserve 
should prevail in the interest of keep- 
ing a “healthy money market.” 

In order that the Federal Reserve 


| Board may stand up to any pressure 


upon it to yield to the Treasury in 
a financing controversy, Mr. Heming- 


| way spoke out for continued long 
| terms of office for the Board members, 
» and against any such plan as Subcom- 


mittee Chairman Patman’s to put the 
Secretary of the Treasury back on the 


| Board of Governors. (He was taken 


off by the Act of 1935.) 

Fut Mr. Hemingway’s testimony 
t short of completely endorsing 
Senator Douglas in his view that a 
firmer monetary attitude right after 
= ea would have markedly lessened 
0 


1e inflation that followed. He pointed 
ut that the public had an enormous 
accumulation of liquid assets and a 
very recent experience with wartime 
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, es Brandt Automatic 
Cashiers have been known for their fine 
performance, construction, and ap- 
pearance. These features are especially 
outstanding in the latest model Brandts, 
shown, because of improvements which 
have been incorporated in such ma- 
chines. 


A new, modern Brandt Automatic 
Cashier at each teller’s window will 
mean that the best of service can be 
given to customers. 





MODEL 250 

BRANDT AUTOMATIC 
CASHIER— 

Delivery chute type. Coins 
delivered direct to cus- 
tomer. 





MODEL 150 

BRANDT AUTOMATIC 
CASHIER— 

Trap door type. Coins de- 
livered to customer by 
operator. 


BRANDT 


AUTOMATIC CASHIER COMPANY 


Watertown, Wisconsin 


"Brandt" and ''Cashier'' registered United States Patent Office and Canadian 


Trade Marks Office 
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shortages. The people just went out 
and bought. He admitted, however, 
that general credit control might have 
slowed down some of the inventory 
buying that helped boost prices. 
Moreover, Mr. Hemingway agreed 
fully with Secretary Snyder that over- 
all monetary controls tend to cut down 
the good along with the bad. For that 


reason he declined to join Senator 
Douglas’s criticism of the Federal Re- 
serve for taking a little time to look 
over the post-Korean situation. He 
called attention to the fact that the 
monetary authorities foresaw the pos- 
sibility of having to finance a major 
foreign war in a hurry, and therefore 
didn’t want to upset the money market. 


When the imminent threat of a for- 
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50% Population Gain 
Arizona is the nation’s 
second-fastest growing state 
with a 50% population 
gain since 1940—one more 
indication of Arizona’s 
growing importance in the 
nation’s economy. 
ARIZONA'S STATE-WIDE BANK 


VALLEY NATIONAL BANK 
RESOURCES $293 MILLION 


Home Office — Phoenix, Arizona 


Treasury. 


ing needs, he said, 


sential.” 
“It would be a mistake,” 


ment to control inflation.” 
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eign war subsided, however, Mr. Hem- 
ingway believes the authorities “could 
have moved a little bit faster.” 


is difference of opinion 
just as among 
economists and labor union chieftains 
who have studied the problems of in- 
flation and the business cycle. Another 
former American Bankers Association 


views 


varied to some degree from Mr. Hem- 


A. Lee M. Wiggins, chairman of 
the board of the Atlantic Coast Line 
and Louisville and Nashville Railroads, 
a former Undersecretary of the Treas- 
ury, and a banker, refused to follow 
the principle of ultimate adoption of 
the Federal Reserve point of view in 
a showdown controversy with the 
Monetary management to 
adjust the credit situation to chang- 
is “highly desir- 
able”, but his word for proper debt 
management to preserve the people’s 
confidence in the public debt is “es- 


Mr. Wig- 
gins said, “to place entire reliance or 
too much reliance on the use of inter- 
est rates through monetary manage- 


This theme, with varying emphasis, 
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was adopted by two of the three men- 
bers of the President’s Council of 
Economic Advisers in their testimony, 
These were Chairman Leon H. Keyser- 
ling and Councilman Roy Blough, the 
latter like Senator Douglas a former 
economics professor at Chicago Uni- 
versity. In two solid mornings of sharp 
and skillful debate, Senator Douglas 
endeavored to defend his stand favor- 
ing vigorous monetary policies against 
the Council’s less confident faith in 
their efficacy. woul 

Economic Adviser Keyserling had Bhold 
his own iron in the fire, for he was In 
a member of the special committee [ mitte 
named by President Truman, under feoncl 
the chairmanship of Defense Mobilizer ftiona 
Charles E. Wilson, to adjust the fric- Bdoub: 
tion between the two agencies prior §press 
to the historic accord. Mr. Keyserling fexam 
said he had little enthusiasm for the prob: 
agreement, holding that it went at the fraisii 
problem from the wrong direction. He frequi 
would have preferred an arrangement fthem 
that would control the demand for fdown 
credit rather than the supply. Fede: 

This is fully in keeping with the JPatm 
Economic Council chairman’s well- fto sa 
known planned-economy point of view. BSubc 
All economic activity would be brought fhis p: 
under regulation, according to the §stock 
Keyserling doctrine, and all elements fserve 
would march forward together, some 
being restrained from jumping ahead H 
while others were fed vitamins and to 
subsidies to keep them from falling 
behind. 

Economic Councilman Roy Blough 
was likewise skeptical of the effective- 
ness of monetary restraint, though he 
traveled a different route. Dr. Blough 
told his old-time debating companion, 
Senator Douglas, that the Federal Re- 
serve would probably have accomn- 
plished very little by shutting off the 
purchase of Government securities 
during the post-Korean months. His 
basis for this view was simple and 
practical: Bankers and other financial 
operators had a variety of “roads to 
Baltimore” to choose from; if the Befect 
Open Market Committee put too stiff Becono 
a penalty on selling securities to the Pfhe | 
Reserve Banks, they could take care there 
of their customers’ credit demands by fthat } 
using the discount privilege or by fitiati 
contriving to increase the velocity of F Cre 
turnover of the existing credit supply. sil 
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Y the time the hearings were half 
way through their established 
schedule, it seemed fair to judge that 
practically all major schools of thought 
had been heard from. The Committee 
for Economic Development was ol 
record as favoring the Federal Re 
serve point of view, through dual testi- 
mony by Marion B. Folsom, treasure! 
of Eastman Kodak Company, also 4 
director of the Federal Reserve Bank 
of New York, and J. Cameron Thom: 
son, president of the Northwest Ban- 
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nent §themselves to prewar levels would cut a 
for fdown the inflationary potential of J. Personal Money Ovders 
Federal Reserve credit. Congressman e 
the —Patman will probably have something ee 
well- to say for the record when the other eve BY TO D) D) 
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preparation for the hearings. The 
questionnaires sent out to 1,000 bank- 
ers and economists were most thought- 
fully designed and their pointed chal- 
enge reaped a return of careful and 
intelligent responses. Congressional 
questionnaires lacking the back-up of 
subpoena power normally bring only 
a fractional response, but in this in- 
stance the questionnaires had the 
effect of impelling the bankers and 
economists to reason the thing out. 
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steps to make sure he fully under- 
stands the program. Dealer-originated 
modernization loans account for some 
80 per cent of our Title I volume and 
this is probably an average ratio— 
hence our emphasis on this phase of 
the business. 

Before qualifying a dealer as a 
source of Title I paper we obtain in- 
formation on the extent of his experi- 
ence, his past record, the products he 

















BANK SIGNS 


IN DIGNIFIED BRONZE 


* 


* * 





Picture the name of your bank in en- 
during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 


Send for free illustrated literature. 
. o * 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


COST $7.50 


* * * 
“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 


























MAKING TITLE 1 LOANS 


handles, and whether he takes cash 
discounts. We also check his progress 
as shown by comparative financial 
statements, and obtain a complete 
credit and character report. 


While we will not reject any dealer 
merely because he is small, we do 
require that he have an established 
sales and service operation at a regular 
place of business, as distinct from his 
home or garage. We are not interested 
in financing high-pressure artists who 
want to skim off the cream during 
summer months and then decamp. We 
do not want to help set up this type of 
competition with our good dealer 
friends. Also, we have found that most 
customer complaints stem from work 
done by the cut-rate outfits, and this 
dissatisfaction is the most common 
cause of halted loan payments. We tell 
the home improvement salesman who 
aspires to go into business that he is 
penalizing himself if he does not have 
a regular office, with facilities for 
handling calls, doing proper servicing, 
etc. Our policy has resulted in some 
criticism, and the loss of some dealers 
who eventually become successful, but 
we believe it protects the public and 
increases the loyalty of stable dealers 
to the bank. 


N lining up desirable dealers we 
approach them from the standpoint 


| of helping them do more business. We 
| show them how, through our advertis- 
_ ing, the bank is helping to stimulate 


modernization activity locally. And, 
we point out that Title I loans open 
the way to larger, more profitable jobs 
while eliminating the hazard of open 
credit. 

Some dealers object that Title I is 
too much trouble, involves too much 
“red tape” and paper work. However, 
we always find that this objection 








570 Broadway Dept. BM NEW YORK 12, N. Y. stems from a lack of understanding on 
| how to process the simple forms. We 
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go to unusual lengths to make sure 
that a dealer, once he is approved, 
becomes thoroughly familiar with the 
procedures and applicable regulations, 
As a first step we find out what items 
he is handling, and then explain which 
of them are eligible for F.H.A. financ- 
ing, rather than load the dealer with 
unnecessary information. 

Members of the installment depart- 
ment rotate in attending the monthly 
Title I meetings in Detroit, to keep 
abreast of technical details and to 
garner selling ideas to pass along to 
dealers. We also distribute informa- 
tive bulletins and offer to send bank 
representatives to dealer sales meet- 
ings, to explain the forms and tell the 
whole Title I story. 


UR active dealers are contacted 
regularly and at least every two 
weeks. We do this not only to cultivate 
loan business but also to watch for 
danger signs such as deterioration of 
the premises, lack of sales effort, or 
rapid expansion of the sales force with 
an inexperienced crew. Modernization 
salesmen, we find, must be controlled 
and we prefer to have a responsible 
dealer representative supervise each 
sale. Our men, incidentally, are au- 
thorized to make their own prompt 
decisions in the course of their calls. 
When a dealer calls in an application 
we give him clearance as soon as pos- 
sible, often within the hour. However, 
we never accept a Title I credit merely 
because it is insured. We estimate 
that by the time we file a claim we 
have already spent about $75 in follow- 
ups and other collection expense; 
moreover the time involved could have 
been spent much more productively in 
developing new business. Our staff 
people are told: “Don’t take any busi- 
ness you wouldn’t be willing to serv- 
ice.” 

If a qualified dealer calls in a deal 
and we have approved or rejected ‘t, 
we will first clear the matter with him 
before doing business with a second 
dealer in connection with the same 
customer. This policy has helped to 
build dealer loyalty to the bank. 

Although this is not an F.H.A. re- 
quirement, we do not approve a Title! 
application unless we have _investi- 
gated the status of any mortgage or 
land contract on the property. If after 
checking with the holder of the con- 
tract we find the applicant is behind 
in his payments, we ask the dealer’s 
permission to find out from the pro 
spective borrower whether there are 
mitigating circumstances. 

Even where a credit is approved in 
the afternoon we will have a verifying 
letter going out the same day to both 
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the dealer and the customer. The 
policy of sending an immediate letter 
to the borrower citing the loan amount, 
term, and monthly payment has had 
some adverse dealer reactions where 
deals have been oversold or high-pres- 
sured through in a hurry. Some deal- 
ers claim it has resulted in lost sales 
and a few have even stopped giving 
us the paper, but we believe the policy 
has avoided subsequent trouble and is 
a sound procedure. 

As another ounce of prevention, in 
every modernization loan coupon book 
we insert a slip warning the borrower 
that the loan is not transferrable, and 
that it must be paid in full in the 
event the property changes hands. This 
is to guard against a common tendency 
to let payments slide if a home is sold. 


TILL another precaution is the pol- 
icy of spot checking to make sure 
the loan proceeds are actually applied 
to the specified purpose, and that there 
has been no collusion between dealer 
and borrower. We make the check-up 
after the completion certificate has 
been signed and the funds disbursed. 
If we find any evidence of sharp prac- 
tices we give the dealer one more 
chance, and upon further difficulties 
decline to accept paper from him. 

Actually, our policy is to give the 
borrower and the dealer the benefit of 
any possible doubt, after all the facts 
are known. As in all consumer lending, 
we attempt to operate with a firm but 
flexible attitude. We do some refinanc- 
ing of Title I accounts, where a bor- 
rower finds himself unable to keep up 
his payments, let alone catch up on 
past delinquencies. However, this de- 
vice is not used promiscuously where 
the situation does not justify it, merely 
to improve our past-due report. 

Also, whenever we receive a com- 
plaint from a Title I borrower about 
a modernization job, we will not con- 
tinue doing business with the dealer 
until the matter is cleared up satisfac- 
torily. We pass along the complaint to 
the dealer and expect him to meet with 
the customer within 48 hours, to iron 
out the source of dissatisfaction. Our 
usual policy is to have a representative 
of the bank present, to hear both 
stories at the same time. We do not 
take either side’s version alone at face 
Value, and are just as anxious to pro- 
tect the dealer as the customer. 


OST lenders probably have a high- 

er percentage of delinquencies in 
Tit'e I loans than on any other install- 
ment ‘oan classification. This is due to 
acombination of factors such as the 
guarantee, and the fact that the 
P.H.A.’s are unsecured. However, in 
the final analysis, the lender is respon- 
sible for any substantial delinquency 
tatio. We will not accept a Title I 
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WE SALUTE OUR 
BEST CUSTOMER 


Because it is well known that the United States 
Government purchases all equipment in accordance 
with rigid specifications and at fair prices, we are 
proud to be Uncle Sam’s No. 1 source of supply for 

a wide variety of protection equipment. 





Within the past few years we have supplied 
over 50,000 safes of many types and sizes for various 
federal agencies; vault doors, lockers, security files 
and other equipment for practically all of the Federal 
Reserve Banks; metal cabinets, stainless steel 
sinks, instrument cabinets, storage cupboards, 
narcotic lockers for almost all the new Veterans’ 
Administration hospitals. 


Whether working to rigid governmental 
specifications or on orders from private industry, the 
same high standard of craftsmanship is maintained 
in every piece of equipment that bears the 
Herring-Hall-Marvin name. 


The recommendations of our engineers— 
specialists in the designing and fab- 
rication of protective equipment—are 3 
at your disposal, without cost or panna MAR 
obligation. We invite your inquiries. 
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Herring-Hall-Marvin Safe Co. 





Hamilton, Ohio, U. S. A, 
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contract that we will not spend the 
money to service properly. For that 
reason we try not to go beyond our 
trade area unless especially requested 
to do so by a valued dealer. It is esti- 
mated that in a 36-month period we 
personally contact 60 per cent of the 
Title I borrowers in keeping payments 
current. Some banks do not care to set 
up the trained personnel to service 
the business adequately. The staff 
must understand the regulations, know 
the loan limits, and the adjusters must 
be able to do a selling job in persuad- 
ing borrowers to continue payments. 

Incidentally, it will be noted that we 
prefer to use the word “adjuster” 
rather than “collector.” After adjust- 
ers have become thoroughly familiar 
with the handling of collection work, 
we urge them to become just as fa- 
miliar with the grading of customer 
and dealer credits, and the processing 


(CONTINUED FROM PAGE 38) 


tions and importance of banking activ- 
ities in Indianapolis. Subtopics in this 
section were: Dollars Plus Character 
Equal Credit; Need Money?—See 
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of notes and contracts. Unless this 
advancement is offered, a successful 
adjuster feels his success may keep 
him permanently tied to adjusting 
work. 

Also as a matter of choice in the 
matter of terminology we prefer to 
leave out the legal-sounding “Title I’ 
in our advertising promotion, usually 
referring instead to the F.H.A.’s Low 
Cost Budget Plan for home improve- 
ments. 

Not only have we had a consistent- 
ly low delinquency record on these 
credits, but in the past seven years 
embracing my experience with the 
bank we have not had a single dollar 
of principal loss resulting from a rea- 
sonable number of claims, since we 
have been careful to determine the 
eligibility of the Title I business. It 
is also a departmental dictum that all 
modernization notes must be in such 


EDUCATION PROJECT 


Your Banker; The Business of Bank- 
ing; How Deposits Are Kept Safe; 
Owning Bank Stock; How Many Peo- 
ple Work in Our Banks?; Is Banking 
a Profession?; Are Bank Jobs Good 
Jobs?; and, What Services Does a 
Bank Sell? 

The second main section was “A Day 
in the Life of Your Bank.” It consisted 
of case studies of the services re- 
quested by and performed for the cus- 
tomers who came through the doors. 
Activities described included: Off to 
the Clearing House; The Customers 
Come; Those who Borrow; and, The 
Trust Department. 

Material incidental in kind but of 
major importance was carried in the 
outer column of each sheet of the 
issue. Subjects included: Kinds of 
Banks; Wages in Bank Work; Volume 
of Banking Here; A.I.B. Courses; Do 
You Think like a Banker?; Questions 
to Answer—by making telephone calls 
to the bank, or from reference books, 
to ascertain meanings of terms; What 
Are Profits?; Why Use Checks; How 
to Open an Account; How to Make a 
Deposit; How to Write a Check; and, 
Things to Remember. 

Once the copy was written, it went 
to the editorial committee of 9 teachers 
for comments and suggestions. They 
made a few suggestions, and once these 
points were ironed out the manuscript 
went out to the advisory committee’s 
30 members and to the 9 members of 
the clearing house operating commit- 
tee. These operating men are: chair- 
man, Charles H..Hittle, vice president 
and comptroller, American National 
Bank; William H. Polk, secretary- 
treasurer, Bankers Trust Company; J. 


shape that they can be reduced to judg. 


ment if necessary. 
One profit factor is that our home 
improvement loans average approxi- 


mately $500 each. All told, we consider; 


Title I credits to be good installment 
paper. In the case of automobile loans, 
for example, there is involved the 
handling of titles, the filing of chattels, 
and the following up of car insurance, 
The staff time and expense entailed 
brings the net return on new car auto 
loans, at least, down to a level very 
comparable to the Title I return, and 
the losses are not insured. 

The real growth in our Title I opera- 
tion has come in the postwar years, 
with the volume expanding many times 
over since 1945. We like the business, 
and certainly plan to be “in there 
pitching” for at least our share of the 
modernization boom anticipated in the 
months ahead. 


Albert Smith, previously named; Roy 
T. Dilley, comptroller, Fletcher Trust 
Company; J. Kurt Mahrdt, vice presi- 
dent, Indiana National Bank; Paul E. 
Jones, vice president and secretary, 
The Indiana Trust Company; Joy C. 
Miles, cashier, Live Stock Exchange 
Bank; Robert E. Sweeney, vice presi- 
dent and cashier, The Merchants Na- 
tional Bank; and, Francis _ Polen, 
cashier, Peoples State Bank. 

From this group of the top operat- 
ing officers of the city’s banks came 
only a total of about a dozen correc- 
tions and suggestions. All but one of 
these was accepted by the author, and 
the text was modified accordingly. Ac- 
tually the changes were for the most 
part points of detail required for strict 
accuracy. 

With all changes thus completed, the 
publication was printed in an edition 
of 20,000 copies and sent out to the 
schools for use. Instruction sheets on 
the use of the “Indianapolis at Work’ 
publications were sent out to all teach- 


ers concerned, prior to the first issue 
The office of the general superintend} 
ent had given the project full publicity} 
through principals’ meetings, throug] 


bulletins, and other mediums so that 
the issues were received with eage! 
interest. The bank issue, which was 
the second in the series—preceded by 
the one on department stores—came 
out in November, 1951. 

From the inception of the project, 
the banker members of the advisory 
committee had been concerned lest 
their part in it might be in the nature 
of a.one-shot operation. They recog: 
nized that nothing substantial can be 
achieved in the field of public relations 
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by the one-shot technique; that how- 
ever ingenious and well-conceived the 
“Indianapolis at Work” pamphlet 
might be, they must follow it up with 
a consistent and well-rounded program 
to hammer home the points in it. At 
the same time, they had wondered 
whether a sufficient degree of coopera- 
tion could be obtained to carry on such 
a follow-up program. 


— pwge misgivings proved ground- 
less. If the city’s banks had not 
previously worked together so closely, 
experience indicated it must have 
been for lack of an objective sufficient- 
ly compelling to induce full coopera- 
tion. From the time that the school 
project was first brought to the atten- 
tion of the city-wide groups from va- 
rious fields of banking, Indianapolis 
bankers found themselves working to- 
gether like a well-trained team. They 
all caught the vision of what it might 
mean for their banks, as well as for 
the well-being of the American eco- 
nomic and political system, to educate 
the city’s children to understand busi- 
ness in general and banking in particu- 
lar. They recognized that bringing to 
the city’s teen-agers a knowledge of 
the career opportunities in banking 
would boost the numbers and qualities 
of job applicants. With this common 
cause to work for, they pulled together 
with nobody holding back. The new 
spirit of bank cooperation has amazed 
the old-timers who thought it could 
never be accomplished. They say that 
this byproduct of the school project 
may prove fully as valuable as the 
school project itself. 

It was equally amazing to those who 
had previously been active in various 
programs of a public relations nature 
to discover how naturally these fell 
into place as parts of the correlated 
follow-up work. For example, the local 
A.I.B. chapter had presented to the 
school system some prints of the 
A.B.A. film “Pay to the Order of,” and 
had found some schools willing to show 
these in earlier months. But when the 
“Indianapolis at Work” project made 
banking a redhot topic in school cir- 
cles, the film was suddenly in brisk 
demand. There were approximately 
270 showings, from five prints, in 1951. 

A month after completion of the 
“Indianapolis at Work” bank period in 


|the schools, the A.I.B. chapter pur- 


chased five prints of the A.B.A. film, 
“How Banks Serve.” This was pre- 
Sented to the schools with a good deal 
ot publicity. As this is written, a few 
weeks later, this second film shows 
promise of school popularity that will 
at least match that of the earlier 
A.B.A, film. 

The Indianapolis banks have also 
borrowed the Continental Illinois Na- 
tional Bank’s film, “Back of Every 
Promise,” and are loaning it to the 
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public schools for the second semester 
of this year. Indications thus far are 
that this film will be kept busily at 
work as long as it remains in town. 

For the past three years the local 
A.I.B. chapter has given a course on 
“Effective Speech and Human Rela- 
tion.” As the name of the course indi- 
cates, it is directed at showing how to 
make talks that will build better bank 
public relations among _ non-bank 
groups. 


HORTLY after conclusion of the 

study of banking in the “Indian- 
apolis at Work” project, the banks 
offered to the school system the oppor- 
tunity of combining the presentation 
of one of the A.B.A. films with a 
speech on banking and the American 
financial system. Such a combination 
of picture and talk would make a solid 
assembly program. 

This work was set up under a newly 
organized public relations committee 
of the A.I.B. chapter. Top executives at 
every bank were given a brisk sales 
talk on the program, and were asked to 
name one or more junior officers who 
were qualified to do this talking—and 
who would be allowed the time re- 
quired for doing it. Every bank com- 
plied. The committee contains a dozen 
members from eight banks, and each 
member-speaker is a graduate of the 
course on speech and human relations. 
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The general superintendent recom- 
mended this program in a principals’ 
meeting and further bulletined it to 
the schools. The A.I.B. chairman cir- 
cularized every teacher to offer the 
assembly speaker and films. He im- 
mediately began to experience a brisk 
demand. Committee members are as- 
signed in rotation to make the talks. 
They have proved tremendously effec- 
tive, according to the teachers who 
have used them. 

Leaving to chance as little as pos- 
sible that would insure the effective- 
ness of this project, the A.I.B. com- 
mittee was unwilling to leave to each 
speaker the complete selection of sub- 
ject matter. An outline for the lecture 
to follow showing of either of the 
A.B.A. films was accordingly worked 
out with the approval of the commit- 
tee and supplied to each speaker. The 
outline covers the following points: 

1. Brief history of money and bank- 
ing. 

2. Comment on the banking system 
in the United States: National banks, 
State banks, Federal Reserve System, 
FDIC, State Banking departments. 

8. Service presently offered by 
banks, such as: Checking and savings 
accounts, Christmas Clubs, loans, 
trusts, and so on. 

4. Contribution of the banking sys- 
tem to the principles of free enterprise. 

5. Discuss counterfeit currency ex- 


_ hibit; detection of counterfeits. 


6. Answer or invite questions—ar- 
range in advance for teacher to obtain 
written, signed questions immediately 
after showing of the film. Read the 
question and name aloud, then give 
answer. 


gegen instance of the way that 
a previous effort in public rela- 
tions helped the Indianapolis program 
can be recognized in the consequences 
of the Business-Industry-Education 
day which civic organizations staged 
just before the opening of school in 
1950 and again in 1951. This, of 
course, included open house activities 
in many plants, mercantile establish- 
ments, and financial institutions. Each 
bank was host to a busload of teachers, 
showing them not only through the 
bank but also through the clearing 
house. From each busload of teachers, 
a few were seated at a table and put 
through the mechanics of clearing a 
batch of items as make-believe repre- 
sentatives of various local banks. 
When the bank studies came up in the 
schools this fall, the hundreds of teach- 
ers with B-I-E day experience in banks 
were ready to push this subject in class 
as an old friend. 

One senior bank officer who is deep- 
ly interested in the entire school pub- 
lic relations program is carrying on an 
experimental one-man program of his 
own. Last year, entirely by accident, 


he learned that students of one high 
school were regularly given a list of 
vocational guidance subjects and al- 
lowed to vote on which of these they 
would like to hear presented by repre- 
sentatives of the industries. He noticed 
that no job or work in banking was on 
the list, and after a friendly argument 
induced the teacher in charge to sub- 
mit to the juniors of her school the in- 
formal suggestion that any who would 
like to hear about banking should let 
her know. She was promptly asked for 
it by 19 youngsters, and the banker ac- 
cordingly returned and did the job, al- 
though personnel is not among his own 
official bank responsibilities. To back 
up his talk he showed the A.B.A. film, 
“A Future to Bank On,” and handed 
out copies of the A.B.A. booklet, “Op- 
portunities in Banking.” Subsequently 
he has done a similar job in a few 
other high schools. 


PROJECT which is actively under 
way is the promotion of student 
group visits to the banks and the clear- 
ing house. Student groups have long 
been welcomed in an unorganized way 
by most Indianapolis banks. Now there 
is a definite understanding among 
teachers that they are always welcome 
to bring their classes. Most of the banks 
have developed standard practice pro- 
cedures for the handling of these vis- 
its, and have designated people in their 
organizations to conduct the trips. 
Since the schools took up banking 
studies as part of the “Indianapolis at 
Work” program, class visits have mul- 
tiplied, and the banks are doing every- 
thing they can to encourage them. 

“Indianapolis at Work” has been set 
up as a five-year project in the Indian- 
apolis schools system, and it is backed 
up with a three-year budget pledged 
by the participating industrial and 
civic organizations. It has been car- 
ried on with sufficient local publicity 
to keep the public informed, but with 
little effort to attract outside attention. 

Inside the city it is generally known 
and recognized. The reaction has been 
almost uniformly favorable among 
teachers, pupils, and the families of 
pupils. 

Also to the amazement of those in 
charge, the program has attracted a 
tremendous attention from all over the 
United States and from many foreign 
countries, even though it has been in 
operation for only a few months. To 
avoid the necessity for answering in- 
quiries with individual letters, the 
school board in self defense printed a 
four-page brochure which serves to 
dispose of most casual questions that 
wander in by mail and wire. 

Any banker desiring this brochure 
may obtain it upon request to Dr. H. 
L. Shibler, general superintendent of 
education, Indianapolis Public Schools, 
Indianapolis, Indiana. 
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(CONTINUED FROM PAGE 33) 


thereafter will receive a special pin at 
the end of each five year period. The 
five, ten, fifteen, twenty and twenty- 
five year leadership pins have a small 
tab at the bottom indicating the num- 
ber of years the leader has led a 4-H 
Club. 

Every year each rural county in 
California selects the two most out- 
standing 4-H Club members—a boy 
and a girl—who are termed “All 
Stars” and presented with suitable 
pins by our association. They also at- 
tend the annual All Star conference 
held during Easter week on the Berke- 
ley campus of the University of Cali- 
fornia, under auspices of the Agricul- 
tural Extension Service. 

During this three-day conference 
the extension service selects the two 
outstanding boys and the two out- 
standing girls from the County All 
Stars, who are then designated the 
California Diamond Stars. These four 
young folks are awarded a trip to the 
National 4-H Clubs Camp, which is 
staged annually in June on the grounds 
of the U. S. Department of Agriculture 
in Washington, D.C. Since 1946, the 
California Bankers Association has 
paid the expenses of sending the four 
California Diamond Stars and two 
chaperones to the nation’s capital. 
The third section of the manual is 
devoted to the Future Farmers of 
America. In California the state asso- 
ciation is composed of 227 chapters 
with a paid-up membership of about 
11,000 farm boys enrolled in vocational 
agriculture. Their average age is from 
14 to 18. 

Hundreds of these boys annually 
borrow money from our banks to 
fnance sound farming ventures. In 
1950 some 11,112 California boys had 
$3,182,000 invested in farming enter- 
prises in their own names. Quite a 
number of those who started with 
loans of $25 to $100 as Future Farm- 
ers are now eligible to borrow as much 
as $150,000 a year as big operators 
in cotton or livestock. 


\Y ANY California chapters have 

substantial property assets con- 
sisting of land, buildings, machinery 
and tools. The chapters often borrow 
money from banks to finance their 
projects. There are 70 California 
chapters which operate land acreage, 
some as much as 220 acres. These 
chapters also conduct more than 500 
cooperative enterprises, such as feed 
purchasing, ete. 

In recognition of the importance of 
such activities in the California agri- 
cultural economy, for the past 19 years 
our association has presented a suit- 
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FARM YOUTH MANUAL 


able award to outstanding members of 
the Future Farmers. This is a framed 
Certificate of Merit, signed by the 
president of our association, the chair- 
man of its commission on agriculture, 
the governor of California, superin- 
tendent of public instruction, and the 
state and chapter advisors. The num- 
ber of awards varies each year and has 
increased from 120, presented in 1934, 
to between 175 and 200 in recent years, 
depending upon local circumstances. 
These certificates are highly prized, as 
an award is made only in those years 
that some student is qualified as “out- 
standing” and only one student in each 
chapter can win it each year. 


HE fourth section of the manual 

deals with the newest of our farm 
youth organizations, the California 
Young Farmers Association. It is a 
state association, organized in 1936, 
and sponsored by the vocational agri- 
cultural departments of the California 
public high schools. Its members are 
mostly young married men and ex-GI’s 
in the ages from 18 to 30. Active mem- 
bership is open to young men who are 
beyond high school age, interested in 
agriculture, and subject to provisions 
of the local chapter. Although its mem- 


bership was hard hit during World 
War II when many chapters became 
inactive, it has been built up again to 
95 active chapters and a membership 
of more than 1500. 

Its general purposes are to: 1. 
Provide an organization which will 
serve to bridge the gap between high 
school age and the time when an indi- 
vidual may take membership in an 
adult farm organization. 2. Help young 
men in getting permanently estab- 
lished in farming. 3. Cooperate with 
the Future Farmers of America chap- 
ters in their activities. 4. Increase the 
members’ knowledge in agriculture 
through systematic education. 5. Ac- 
quaint members with agricultural 
legislation. 6. Acquaint members with 
government agricultural services. 7. 
Encourage social and recreational ac- 
tivities. 8. Assist and cooperate with 
other farm organizations. 

Because of the greaf diversity in 
California agriculture, the state chap- 
ters have been divided geographically 
into six regional districts. An element 
of competition has been introduced be- 
tween these chapters, as they compete 
annually for a walnut and bronze 
plaque awarded by our association to 
the outstanding chapter in each dis- 
trict. These plaques are presented dur- 
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ing the annual convention of the Cali- 
fornia Young Farmers by the presi- 
dent of our association. 

The California Young Farmers also 
hold regular meetings on the local 
chapter, regional and state level. Our 
members are often invited to these 
meetings to discuss agricultural eco- 
nomics, farm financing and marketing 
problems. These bankers also support 
the chapters in their localities with 
personal effort, influence, loans, coun- 
sel and guidance, publicity, and in 
other ways. It is significant that cer- 
tain California bankers have been 
voted to honorary membership in the 
California Young Farmers, which we 
feel is a high tribute to their friendly 
cooperation. 

The remaining sections of the man- 
ual discuss loans, publicity, speeches, 
and the directory. 
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California bankers have had a long . 


and favorable experience with loans 
made to members of the three farm 
youth organizations. These loans are 
customarily made with the approval 
of the agricultural supervisor. A proj- 
ect for which a boy may wish to bor- 
row is, in the average case, one with 
which he has had some previous con- 
tact as a member of a farm family. 
Risk is, therefore, at a minimum. The 
“loan” chapter of the book gives sam- 
ples of the various forms used by 
banks in extending credit to members 
of farm youth organizations. 

While the responsibility for obtain- 
ing suitable publicity for farm youth 
activities rests primarily with their 
organizations, the local banker can be 
helpful in many ways. The manual 
discusses how to help farm youth 
groups in planning newsworthy events, 
getting “big name” speakers, arrang- 
ing contacts with newspaper people; 
shows how to prepare acceptable news 
stories for the press; gives sample 
news stories. 

The addresses and appearances of 
bankers before meetings of farm youth 
organizations should be regarded as a 
great opportunity for successful bank 
public relations. These farm boys and 
girls who have demonstrated their 
ability by winning awards are the fu- 
ture leaders of the community. The op- 
portunity to meet these young people, 
talk with them and support a project 
in which they are interested, is one 
that bankers should never miss. This 
chapter of the manual gives some help- 
ful suggestions for bankers who are 
asked to present awards on behalf of 
our association—material that will 
help them when called upon to make a 
public address. 


HE closing chapter of the manual 

gives a reference directory for con- 
tacting the three farm youth organiza- 
tions. It lists the names and addresses 
of the county directors of Agricultural 
Extension Service in California, from 
whom 4-H Clubs information is avail- 
able; the 40 County Key Bankers and 
their banking affiliations; the teachers 
of agriculture in the state high schools, 
who supervise work of the Future 
Farmers; the state officers, regional 
presidents, regional advisors, and the 
chapter presidents and chapter advis- 
ors of the California Young Farmers 
Association. 

The working copy of the manual has 
practically been completed. It consists 
of 64 typewritten pages in size 814 x 
11 inches. These pages will be repro- 
duced, and photographic illustrations 
mounted, for insertion in a _ three- 
ring binder. The manual will be kept 
up-to-date by loose leaf inserts issued 
by the C.B.A. offices. 

Present plans call for the manual to 
be distributed in sections. The first two 


sections discussing the C.B.A. program 
and the 4-H Clubs will be issued wel 
in advance of the annual 4-H Clubs 
achievement meetings held in early 
fall. The remaining sections wil! be 
distributed as rapidly thereafter 4 
they can be cleared by the respective 
committees. 


HE manual will be sent to all mem. 
ber banks and their branch offices 
which serve rural areas. Since most of 
the material will apply solely to Cali- 
fornia, the manual will not be avail. 
able for general distribution ; however, 
those interested may contact Oscar R, 
Mennenga, executive manager of the 
Association, 805 Mills Building, San 
Francisco 4, for specific information, 
The association’s commission on 
agriculture is composed of Chairman 
A. J. Brown, vice-president, Fresno 
Branch, Security-First National Bank 
of Los Angeles; O. %. Faulkner, vice- 
president, Anglo California National 
Bank of San Francisco; A. J. France- 
schi, assistant cashier, Bank of Eure- 
ka; W. L. Haehl, Jr., cashier, Fi 
National Bank of Cloverdale; Fred J. 
Oehler, vice-president, American Trust 
Company, San Jose; Thomas M. Riley 
vice-president, Citizens State Bank of 
Santa Paula; J. J. Rutherford, presi 
dent, First National Bank of Vista 
and Paul S. Yockey, president, Firs} 
Savings Bank of Colusa. 

The committee on education includes 
Chairman Allan Herrick, advertising 
manager, Security-First Nationa 
Bank of Los Angeles; Monroe 
Bloom, assistant vice-president, Angl 
California National Bank of San Fran 
cisco; Lester B. Johnson, manager, ad 
vertising department, American Trust 
Company, San Francisco; Louis Lan 
caster, vice-president, County Nationa 
Bank and Trust Company of Santa 
Barbara; J. W. Monninger, assistant 
cashier, Citizens National Trust and 
Savings Bank of Riverside, San Ber 
nardino; Harry Petersen, advertising 
manager, Citizens National Trust 4 
Savings Bank of Los Angeles; Georgs 
W. Sears, vice-president, First Na 
tional Trust and Savings Bank of Sal 
Diego; Francis G. Stradcutter, assist 
ant cashier, Bank of California N.A 
San Francisco, and Carlos Thomaso 
manager, Security-First Nation 
Bank of Los Angeles, El Centro. 

The fact that California led th 
states in agricultural production dur 
ing 1951 is due in no small part to thé 
leadership of the directors of our farm 
youth movements. Our association bé 
lieves that such leadership should 
assisted in preparing for the yeali 
ahead when even greater producti0l 
will be needed. We feel that our pro 
gram for farm youth coupled with thé 
forthcoming manual, will enable us 
fulfill our responsibility to the ‘utut 
in an effective manner. 


Burroughs Clearing How! 





